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Freedom of Contract 
Law Operations Test 
In N. Y. Is Probable 


Companies Refiling New, New 
Homeowners in New York With 
Lower Expense Factor 


COMMITTEE HEARING HELD 


Agents and Brokers Argue for Ex- 
tension of Barrett-Russo Law; 
Companies Strongly Opposed 


By Epwin N. EacEr 































Legal testing of operations of the 
highly controversial “Freedom of Con- 
tract” commission law in New York 
State may develop from a refiling momen- 
tarily of the so-called new, new Home- 
owners policy and rate schedule with the 
New York Insurance Department. This 
filing will include the reduced expense 
allowance, including commissions, appli- 
cable to filings made heretofore in num- 
erous others states. This possible future 
test of the Barrett-Russo law was re- 
vealed by H. Clay Johnson, executive vice 
president of the Royal-Globe Insurance 
Companies and spokesman for the Na- 
tional Board of Fire Underwriters and 
Association of Casualty and Surety Com- 
panies, when testifying before a hearing 
of the New York Joint Legislative Com- 
mittee on Insurance Rates and Regula- 
tion in New York City. Chairman was 
Senator William F. Condon of Yonkers, 
The Homeowners filing is being made 
by the New York Fire Insurance Rating 
Organization. 

Stock insurers in the associations rep- 
resented by Mr. Johnson have been out- 
‘spoken opponents to the Freedom of 
Contract law since its passage in 1959. 
This law requires that when commission 
changes are contemplated by companies, 
consideration must be given to past rates 
of compensation and is designed to pre- 
vent “unilateral commission revisions’ 
by insurers. 


















No Specific Interpretation Yet of Law 


Mr. Johnson stated that while the 
companies oppose reenactment of this 
law in 1962, on either a temporary or 
permanent, basis, there has not been as 
et a specific interpretation made by the 
ew York Insurance Department which 
would define the issues involved. He 
feels, however, that filing of the revised 
Homeowners program will bring a de- 
cision by the Department. This could 
be followed by appeal by either agents 
or companies which might well bring a 
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Manhattan Casualty Company 
116 JOHN STREET, NEW YORK 38 


SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION GENERAL LIABILITY 
AUTOMOBILE LIABILITY PLATE GLASS 
BURGLARY FIDELITY and SURETY 
FIRE and MARINE ACCIDENT & HEALTH 


and its Life Affiliate 


The Gotham Life Insurance Company 


Of New York 
LIFE GROUP ACCIDENT & HEALTH 
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Massachusetts Mutual 
Directors Hold Board 
Meeting in New York 


At H. C. Copeland & Co., Largest 
Of Company’s Four Agencies 
In the Metropolis 


PRES. KALMBACH REPORT 


Highlight of Activities Include An- 
nouncement of Sales Gains and 
Investment Operations 
For the first time in its 110-year his- 
tory the board of directors of Massa- 
chusetts Mutual Life, 10th largest life 
insurance company in the United States, 
has held a meeting of its board of di- 
rectors in a field sales office of the com- 
pany. This meeting was on October 25 
in the agency of H. C. Copeland & Co., 
Inc., largest of the company’s four agen- 
cies in the metropolis, and located at 
320 Park Avenue, one of the largest 
of the New York new midtown business 

skyscrapers. 

The Copeland agency. which won the 
company’s President’s Trophy for 1960, 
has more than $300 mi ion insurance in 
force under individual policies alone. 





NYC Business and Investments 


The Massachusetts Mutual is marking 
this year the 75th anniversary of the 
establishment of its first New York City 
agency. It has $1.3 billion of individual 
and Group life insurance in force in 
New York State. The company’s in- 
vestments in New York City total about 
$325 million in business, construction, 
real estate and services. In addition to 
the Copeland agency Massachusetts 
Mutual has these other N. Y. agencies: 
Mallon-Curran, 630 Third Avenue, Robert 
E. Clancy, 200 East Forty-Second 
Street; and B. William Steinberg, 225 
Broadway. 

Among the members of Massachu- 
setts board are Eric A. Johnston, pres- 
ident, Motion Picture Association of 
America, Ogden R. Reid, former U. S. 
Ambassador to Israel; Don G. Mitchell, 
vice chairman of General Telephone and 
Electronics Corp.; and Charles P. Mc- 
Cormick, chairman, McCormick & Co., 
Baltimore. 

President L. J. Kalmbach of Massa- 
chusetts Mutual made the statement that 
the directors of the company decided 
to shift the place of the October 25 
board meeting from Springfield, Mass. 
to New York City because of their keen 
interest in the field sales operations of 
the company and their desire to see at 
first hand the operation of the Cope 
land agency office. Highlights of the 
day’s activities of the directors included 
the announcement of gains in sales and 
investment operations of the company, 
a report on general agency operations 
by Mr. Copeland; and the release of a 
statement by President Kalmbach on the 
outlook for life insurance savings dur- 
ing the period from 1961 to 1979. 


President Kalmbach’s Report 


President Kalmbach made a report to 
the directors of the company’s first 
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your future? 


Back of 

Your Independence 
Stands 

The PENN MUTUAL 





Think about a future with The Penn Mutual, where the 
Company makes every effort to help its people succeed. Within the Company and at institutions of higher learning, 
specialized training courses in direct sales, life underwriting, sales supervision and General Agency work are available to 
Penn Mutual men at little or no cost. 


The success of these men is the success of the Company. The door to a bright future is open to you! 


THE PENN MUTUAL LIFE INSURANCE COMPANY (oU8222.2822% 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Sudden Death of Earl Trangmar 


Metropolitan Life Executive Figured in Launching of Institute 


of Life Insurance, Merger of Agency Officers with Research 


Bureau into LIAMA and Financing of American College 


Earl R. Trangmar, retired third vice 
president of the Metropolitan Life in the 
feld management division, died October 
21 of a heart attack in the North Shore 
Hospital, Manhasset, Li His home was 
in Douglaston, L. I. Funeral services 
were held in the latter city. He had been 
of great assistance to a number of in- 
surance industry associations as “a be- 
hind the scenes man,” in their early 
davs. He joined Metropolitan Life 30 
years ago. 

Was at NALU Denver Convention 


Mr. Trangmar’s death was a_ shock. 
He had been a leading attendant at the 
National Association of Life Under- 
writers convention in Denver where he 
sat mostly through the educational ses- 
sions. He was one of four men elected 
permanent trustees by American Col- 
leze of Life Underwriters at that con- 
vention. 

Mr. Trangmar had been instrumental 
in helping a committee of Association of 
Life Agency Officers and the American 
College get on its feet financially. Chair- 
man of the committee was Henry E. 
North, then a vice president of Metropol- 
itan and in charge of its field service de- 
partment. The association had been con- 
sidering a plan of raising a few thousand 
dollars a year. Much interested, Mr. 
Trangmar developed a program, not for 
raising $2,500 on behalf of the college for 
a year, which had been asked of the com- 
panies, but for $35,000—to be continuous 
and to grow with the industry. 

To make the plan effective Trangmar 
drew up a blue print—of which the Com- 
mittee for the Cooperative Fund was the 
central feature, and containing other 
features to make the plan effective. The 
committee adopted the recommendation, 
and within 60 days the industry also 
approved the plan, which has been con- 
tinued without halt ever since. This last 
year the Fund produced approximately 
$200,000 and in the years since the 
program was initiated has brought ap- 
proximately $2,500,000 of revenue to the 
College and thus helped make possible 
the phenomenal progress of the CLU 
program in so many directions. 


Helped Launch Institute of Life 
Insurance 


Mr. Trangmar’s services for Institute 
of Life Insurance also were of a pioneer- 
ing nature. For many years it had been 
the practice within the industry to 
sponsor a “Life Insurance Week,” prin- 
cipally an enterprise of National Asso- 

ciation of Life Underwriters conducted 
at the local level by local associations. 
In 1933 cooperation in this program was 
asked of the companies, through the then 
Life Insurance Agency Officers AssoOcia- 
tion. Annual expenditure by the industry 
had up to that time been on the order 
of $6,500 or $7,500 collected mostly on 
a pass-the-hat basis from local associa- 
tions with little help from the companies. 
Henry E. North (this preceded the 
American College assignment) was asked 
by the Agency Officers to be chairman 
of a committee to obtain $5,000 or $10,000 
from the companies. Trangmar was called 
in to ‘advise. Within a few days he 
brought in a plan for a cooperative 
advertising program for Life Insurance 
Week to cost $150,000 

The proposal, it is reported, was 
greeted by the committee with something 
less than enthusiasm, but as the plan was 
more fully unfolded it was accepted with 
the result that within 60 days the fund 
had been subscribed. 


The program so initiated developed 
four years later into the Institute of Life 
Insurance. While the Institute endeavor 
was taking form Mr. Trangmar was bor- 
rowed from Metropolitan for a period of 
six months. 

Mr. Trangmar also played an impor- 
tant role in the activities leading to the 
merger of Life Insurance Sales Re- 
search Bureau and Association of Life 
Agency Officers into the Life Insurance 
Agency Management Association. He 
also was active in early days of Life 
Underwriting Training Council. Anything 
of an educational nature quickly cap- 
tured his imagination and attention. 

He retired at the end of last year 
from his post with Metropolitan, but 
continued as a consultant. 


Was Michigan Newsman 


Coming to Metropolitan in 1930 Mr. 
Trangmar brought with him a story that 
is just as interesting for the “before” 
as the “after.” His beginnings were in 
the Michigan mining country—born in 


Marquette County, the iron country, but 
growing up in Houghton County, the 
copper country—and getting hardened 
for the future by delivering newspapers 
through snow drifts with the temper- 
ature often enough well below zero. “It 
was then,” he remarked, “that I de- 
cided I was in the wrong end of the 
newspaper business. I gave up the back- 
breaking part and entered the brain 
trusting part by becoming a high school 
reporter. I wrote for all three of local 
papers until the editors found it out and 
was fired from two.” 

He served his apprenticeship under a 
star editor, Homer Guck, who later was 
to become one of Hearst’s No. 1 editors 

Mr. Trangmar became a well known 
Michigan reporter and editor himself 
before entering college—Michigan State 
College. He arrived at the College with 
$187 and quit on graduation with $100. 
Inquiry as to what had been done with 
the $87 developed the information that 
“we had a poker club—and poker can 
be expensive.” Other required revenue 


Metropolitan P Jy a be BY 


Asked for a statement about Earl 
Trangmar with whom he had been so 
long and closely associated President 


Cecil J. North of Metropolitan Life, said; 

“For more than 20 years Earl Trang- 
mar and [ had a very close relationship 
which, though it began with matters of 
business, soon ripened into a very warm 
and enduring friendship. Having known 
him so intimately and for so long a 
time makes it possible for me to pay 
tribute to him in a way and with a feel- 
ing that few others can share. 

“I think that Earl’s ability to 
people to him and to create 
friendships was one of 


draw 
enduring 
his most salient 


and endearing characteristics. This, to- 
gether with his natural wisdom and his 
sound business instinct made him a most 
unusual and gifted person. His many 
talents were given freely to the insur- 
ance business and I know that he will 
be remembered by the innumerable peo- 
ple and organizations he has helped over 
the years. 

“However, his loss will be felt most 
keenly by his associates in the Metro- 
politan and in particular by me. AI- 
though I will greatly miss the wise 
counsel and unselfish and unflagging 
efforts that have been so important in 
the past I feel that by far my greatest 
loss is that of a near and dear friend.” 





Factors in Trend of Mortality 
Paper Presented by Arthur Pedoe Before Institute of Ac- 


tuaries in London; Former Canadian Life Manager and 


Actuary of Prudential of England 


Arthur Pedoe, F.I.A., F.S.A., one of 
the best known of the international ac- 
tuaries, addressed the Institute of Ac- 
tuaries in London on October 23 on 
“Factors in the Trend of Mortality.” At 
each meeting of the Institute of Ac- 
tuaries only one paper is presented and 
discussed. This was Mr. Pedoe’s second 
appearance before that actuarial body, 
his first having been in 1946. Before his 
retirement four years ago Mr. Pedoe 
was Canadian life manager and actuary 
of the Prudential of England. 

Drawing on statistics relating to the 
population of both England and the 
United States with an occasional refer- 
ence to Canada, Mr. Pedoe analysed the 
parallel improvements in mortality in the 
two countries over the past 20 years. 
The analysis revealed that while the 
overall mortality of the white male 
population of the United States was still 
heavier than that of England at ages 
up to 57, the reverse applied at the older 
ages. He suggested that one reason 
might be the relative ease with which 
the aged in the United States could 


enjoy a milder winter. Of women, he 
felt it worthy of note that while no 
country in the history of the world had 
been so dedicated to the well-being of 
its white female population as the 
United States, English women still had 
some mortality advantages except at the 
oldest ages. 

Build was a factor in mortality and 
Mr. Pedoe pointed out that a recent 
study has shown that the average weight 
of the American male, age 35, of medium 
height was some 11 lbs. or 7% higher 
than that of the average Englishman. 
This seemed a curious reflection on how 
the build of the male population had 
changed as compared with that portrayed 
by the national cartoons of “Uncle Sam” 
and “John Bull” originating over a 
century and a half ago. The claims of 
fashion and intense slimming propa- 
ganda had avoided any material increase 
in the atten of ov erweights among 
women in the United States. 

As to actual causes of death, cancer 
and cardiovascular-renal diseases to- 
gether accounted for roughly 70% of the 








EARL R. TRANGMAR 


for paying his college 
derived during the 
writing for a string of 
ing variously from the 
Monitor to the Country Gentleman. 
Surviving are his wife, Mrs. Rebecca 
Collingwood Trangmar; three daughters, 
Mrs. Samuel Gallu, Mrs. Preston Mack 
and Mrs. Robert Herreil, four brothers, 
Richard, Dr. Frank, Douglas, and Irvin 
Trangmar, and ten grandchildren. 


expenses was 
college years by 
publications rang- 
Christian Science 





deaths among men between the ages of 
20 and 70 in both countries, but the 
proportion attributable to car a was ap- 
p: reciably higher in England than in the 

U.S.A. In England the upward rend 
of the death rate from cancer (all sites) 
is not only definite for males but the 
upward trend for cancer of the lungs 
is alarming, which indicates a specia 
and serious problem for health author- 
ities in Ealend The situation i I 
United States is shown to be far 
than in England. 

Mr. Pedoe challenges the oft ré« t 
statement of the steep upward climb in 
the death rate from coronary 
pointing out that it 
t 
tl 





disease, 
loes not conform to 
he declining overall death rate, par- 
icularly at the older ages. 
Excessive mortality in England 
pared with the United States existed in 
respect of deaths from tuberculosis and 
bronchitis particularly at ages over 50 
ind suggested possibilities for further 
“improvement” in U. K. mortality. Mr 


com- 





Pedoe expected improvement in both 
countries from the se lual upgrading of 
workers to more skilled ecunedl ms as 


mechanization of unskilled work 


prog- 











ressed and from the steady rise of the 
level of education in its widest sense. 

The trends of mortality from violent 
and accidental causes, including—per- 
haps ri uth, r surpri y—motor acci- 
dents, indicated the possibility of still 


further improvement 

He referred to the much heavier, 
though greatly improved, mortalit 
the non-white population of the 
States and suggested i much dis- 








cussion regarding segregation this was 
1 factor which is largely overlooked. 
Heavier mortality means a_ greater 


prevalence of disease. 


Standard Security Award 
The first “Counsel For 
plaque, awarded by Standard 
Life of New York for outs 
fessional achievement in the field of life 
insurance selling, was presented to S. 
Richard Klar. Mr. Klar produced over 
$750,000 worth of insurance in the six 
month period from Feb-cuary to August 


Security” 
Security 
tanding pro- 
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Conn. Mutual Mental Health Film 


“You Are Not Alone” Shown at New York Press Preview; 
President Zimmerman Says Picture Was Produced Because 
Of Company’s Interest in Well-Being of Policyholders 
mental 


Connecticut Mutual 


“You Are Not Alone” 


The new film on 
duced by 
called 


health pro- ita preview at RCA Exhibition 
Life and Hall in Rockefeller Center, New York, 
Octob: ‘r 19. It was witnessed by a large 
number of insurance people, public re- 
lations and newsmen and others di- 


rectly interested in the field of medicine. 


CANADA LIFE At the New York review Charles 
ASSURANCE COMPANY Zimmerman, president, Connect:cut Mu- 


tual Life asked and answered the ques- 
: Leek 8 Gee gl yee tion, “Why would a life insurance com- 
tie pyar cf 13%2% & pany make a film on mental health?” 
Hg ton ey ‘OL High Immediate The obvious reply is that everything 
Cash Rete Geateacis 55% & 955 that contributes to the well-being of pol- 
vested, Term policies—10 years or icyholders of the company vitally in- 
over 40% & 955 vested. Other terests it. 
Term policies—30% & 955 vested. 


OX 7-2950 “We 


press 


was shown 





Health Responsibility 








have a direct interest in their 
good health, both mental and physical. 
LEE NASHEM AGENCY Continuing he made these comments: 


“Beyond this, we feel that business 
must assume its share of responsibility 
for the problems of society. Mental ill- 
ness is one very serious problem and 


110 East 42nd 
New York 














OURS IS A GROWING 
COMPANY IN 
AN EXPANDING ECONOMY 


If you have an outstanding record 


of personal production 


If you are ready 


for your own General Agency 


If you would like 
to grow with ULLICO 


Write 


JOSEPH P. McGARR, 
Vice-President - A gency Manager 


THE UNION LABOR LIFE INSURANCE COMPANY 


850 Third Ave., New York 22, N. Y. 


EDMUND P. TOBIN, President 














of particular concern to business men. 
It is estimated conservatively that men- 
tal illness among employes—both on 
and off the job—may cost business as 


much as $3 billion each year.” 
At present there are three arms to 
Connecticut Mutual’s human relations 


program: 

Its series of cartoon booklets dealing 
in a light way with the problems of ten- 
sion in everyday living. 

Annual forums on mental 
business and industry. 

The film, “You Are Not Alone.” 

In 1955 when the company’s medical 
director at that time, Dr. Henry B. Rol- 
lins, introduced “The Worry-Go-Round,” 
he said: “This booklet offers no easy 
cure-all, makes no attempt to prescribe 
any treatment. Our cartoons dramatize 
the more common causes of emotional 


health in 


disturbances, particularly as they affect 
businessmen and their families.’ 
Company’s Booklets 
Then Dr. Rollins echoed the theme 


that runs through all of the CM _ book- 
lets: “All we hope to do is to help you 
understand yourself a little better.” 

Dedicated to that purpose, other book- 
lets he ve followed: “Satisfaction Guar- 
anteed,” for people who work for a liv- 
ing; “Needlepoints,” for housewives; 
“Growing Pains,” for parents, teenagers, 
and teachers; and “The Next Promo- 
tion,” for businessmen approaching re- 
tirement. 

Written by Ellis Gladwin and_illus- 
trated by Rama Braggiotti, all booklets 
have been produced with the profes- 
sional help of Dr. F. C. Redlich, chair- 
man, department of Psychiatry, Yale 
University School of Medicine. Seven 
million request copies have been cir- 
culated by CM. 

Since 1959 the company has spon- 
sored annual forums for businessmen on 
the problems of mental illness in busi- 
ness and industry. Soalecs pha! dis- 
cussion leaders last year during the day- 
long program included Dr. John Mac- 
Iver, U. S. Steel; Dr. Alan A. McLean, 
International Business Machines; Dr. 
rerald Gordon of DuPont; and Stuart 
E. Judd, president of Mattatuck Manu- 
facturing Co. 

A third forum was 
Connecticut Mutual Life’s home 
in Hartford. Main speaker 
Francis J. Braceland, psychiatrist-in- 
chief, Institute of Living. This forum 
was also the occasion for a premiere of 


“You Are Not Al one,” 


Administration Personnel Program 


held October 25 at 
office 
was Dr. 


Heading the company’s human relations 
program is Dr. Thedore M. Ebers, chief 
medical director; and active in the ad- 
ministration are John L. Lobingier, Jr., 
assistant secretary, and Ellis Gladwin, 
consultant to the company 


PROMOTE R. D. CHAMBERLAIN 


Appointed as Dlester of Advertising 
And Sales Promotion for Connecticut 
General Life 
Appointment of Robert D. Chamber- 
lain as director, advertising and sales 
promotion for Connecticut General Life, 


has been announced by Henry R. Rob- 
erts, president. 
Mr C hamberlain, a Trinity College 


graduate, joined Connecticut General's 
sales promotion department in 1954. He 
was named sales promotion assistant in 
1958, and senior sales promotion assist- 
ant in 1960. 

He is president of the 
Valley Junior Chamber of Commerce, 
and a member of the Life Advertisers 
Association and the Knights of Colum- 
bus. 


Farmington 


ON NEW HEMISPHERE BOARD 
Edward M. 


Mabey has been elected 
a member of the board of directors of 
the New Hemisphere Life, Salt Lake 


City. Mr. Mabey is president of West- 
ern General Agency, Inc., a Salt Lake 
City fire and casualty agency. He is 
also president of Insurance Underwrit- 
ters, Inc., fire and casualty brokerage 
company. 


Mass. Mutual Meeting 


(Continued from Page 1) 


three quarters business for 1961. Estj- 
mates indicate that the company is 
headed for its third consecutive billion- 
dollar Ordinary-sales year and its 12th 
consecutive all time record production 
year. 

Combined sales of individual and Group 
policies during the first three quarters 





Michael Romeo 
H. C. COPELAND 


exceeded $912 million and were 2.7% 
higher than for the same nine-months 
period of 1960. Individual policy sales 
amounted to $764 million, 1.2% above 
the volume for the same period of 1960, 
and Group life sales were $147 million, 
11% above the 1960 totals. Total insur- 
ance in force now stands at $8.8 billion. 
This consists of $7.2 billion of individual 
insurance and $1.6 billion of Group in- 
surance. 


New investments totaling $200 million 
were made during the first nine months. 
The average gross rate obtained on new 
money invested in bonds, mortgages, 
stocks and real estate was 6.16% com- 
pared with 5.99% on $150 million in the 
same period of 1960. 

The average gross rate on $134 mil- 
lion of new bond and stock investments 
was 6.05%. New mortgage loans totaling 
$62% million were made at an average 
rate of 639% compared with 6.05% in 
1960). 


Large Savings Fund Gains 


According to the Massachusetts Mu- 
tual’s projections, a total of $66 billion 


of new savings funds will be added to 
their present holdings by U. S. life in- 
surance companies between 1961 and 


1970. The annual rate of new life insur- 
ance savings will increase from $5.6 
billion in 1961 to approximately $8.7 bil- 
lion in 1970. Total accumulated life in- 
surance savings will increase from ap- 
proximately $118 billion at the end of 
this year to about $18 billion at the end 
of 1970, 

Mr. Kalmbach explained that the 
future of life insurance savings would 
be affected by a growing appreciation 
of the investment features and advan- 
tages of permanent cash value life in- 
surance, the industry’s improved com- 
petitive position in insured pension sales, 
and the expectation that the value of 
the dollar will be maintained in the years 
ahead. 

Commenting on general economic 
condition, Mr. Kalmbach said in part: 
“As far as the outlook for the general 
economy is concerned, we expect that 
the economy will continue to undergo 
a period of brisk recovery. We also feel 
that the conditions for the further 


growth of life insurance companies and 
be favorable.” 


life insurance sales will 
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NEW AETNA GENERAL AGENTS 





MacDonald, Lyter and Farrell Named; 
Bernard A. Sloane Appointed to 
Head White Plains Agency 

New general agents have been ap- 
pointed in four cities ‘by Aetna Life. 

They are Rod J. MacDonald at De- 
troit, F. O. Lyter Jr. at Saginaw, Mich., 

Charles C. Farrell at Houston and Ber- 

nard A. Sloane at White Plains, N. Y. 





BERNARD A. SLOANE 


At Detroit, Mr. MacDonald succeeds 
George ‘C. Fraser whose _ appoint- 
ment as general agent at Portland, Ore. 
was announced previously. 

Mr. MacDonald, who had headed the 
Saginaw agency since last November, 
joined Aetna Life in 1948 at Duluth. He 
subsequently served as assistant general 
agent there and at Detroit and was gen- 
eral agent at Fargo, N. D. from 1953 
until last year. 

Mr. Lyter goes to Saginaw from the 
company’s home office at Hartford 
where he was field supervisor in the 
agency department. A graduate of the 





Massachusetts Mutual Life 


Names Two Senior Officers 

General Auditor Robert D. Gourlie and 
Director of Electronic Data Processing 
Edwin L. Luippold have been designated 
senior officers of Massachusetts Mutual. 

Mr. Gourlie, a graduate of Northeast- 
ern University, has been a member of 
the auditing department since 1929 ex- 
cept for a period of service during World 
War II. In 1942 he passed the qualifying 
examination for Certified Public Ac- 
countants in Mass., receiving a_ gold 
medal award for the highest mark in 
the state. He became assistant auditor 
in 1947 and general auditor two years 
later. 

Joining the planning department of 
Mass. Mutual the day it was organized 
in 1931, Mr. Luippold transferred to the 
tabulating department in 1937. He was 
appointed assistant manager in 1943, 
manager in 1946, assistant secretary in 





1955 and director of electronic data 
processing in 1959, 
Wharton School, University of Penn- 


sylvania, Mr. Lyter joined the company 
at Philadelphia in 1948 and later was 
supervisor at the Richmond, Va. agency. 

Mr. Farrell succeeds the late J. E. 
Holt as general agent at Houston. He 
came with Aetna Life three years ago 
after 17 years’ experience in the life in- 
surance business and has served as 
agency supervisor, assistant general 
agent and associate general agent at 
Houston. 

Mr. Sloane goes to White Plains from 
Brooklyn where he had been assistant 
general agent since last January. A 
graduate of City College of New York, 
Mr. Sloane joined Aetna Life at Brook- 
lyn in 1956, serving as brokerage super- 
visor and agency supervisor before be- 
coming assistant general agent. 


Japanese Visit LLAMA 


Mr. and Mrs. Ichiro Yano of Tokyo, 
Japan visited the headquarters of the 
Life Insurance Agency Management As- 
sociation recently. Mr. Yano is the chair- 
man of the board of the Dai-ichi Mu- 
tual Life in Tokyo and one of Japan’s 
leading citizens. Active in both business 
and civic affairs, he was chairman of the 
International Rotary Conference in 
Tokyo last May. He serves on the boards 
of about 100 business and community or- 
ganizations. 

While in Hartford, Mr. Yano visited 
with Benjamin L. Holland, chairman of 
the board of Phoenix Mutual Life, and 
toured the home office of Connecticut 
General Life. Mr. Yano also addressed 
the Hartford Rotary Club on the sub- 
ject of the growth of Japanese economy. 

Dai-ichi Mutual is a member com- 
pany of the Life Insurance Agency 
Management Association, one of 14 
located in Japan. Mr. Yano has been 
instrumental in encouraging cooperation 
among Japanese life companies through 
membership in LIAMA and in the Life 
Insurance Association of Japan. 


Berkshire Life Increases 


A 41% increase in business since the 
introduction of a new line of policies last 
March and a 24% increase for the first 
nine months of this year, have been an- 
nounced by the Berkshire Life. 

On March 1, a completely new line of 
Berkshire policies, based on the new 
mortality table, was introduced to the 
public. Sales immediately began to 
climb, reaching a peak in July when the 
company realized a 90% increase over 
the same month of last year. 

During the first nine months of this 
year, new life insurance sold by Berk- 
shire Life has totaled $47,477,709. Dur- 
ing the same period, the company has 
realized a 23% increase in A. & S. pre- 
mium income. 











Seaboard Life Acquires 
Maine Indemnity Company 


Seaboard Life of America, Miami, has 
acquired the Maine Indemnity Co. of 
Portland, Me., Samuel Kosman, Sea- 
board’s president, announced. The ac- 
quisition involved the payment of 18,585 
shares of Seaboard Life Insurance Com 
pany stock which gives Seaboard 100% 
control. 

Mr. Kosman stated that 
first acquisition of another 
company ever to have been 
Seaboard Life. Additional acquisitions 
are expected in the future.- “We are 
currently working on the acquisition of 
two other insurance companies in two 
different states,’ Mr. Kosman said. 

The Maine Indemnity Co. was founded 
in 1915. It writes only life insurance 
but, as a wholly-owned subsidiary of 
Seaboard, it will add accident and health 
insurance to its coverage line, Mr. Kos- 
man said. 

With the acquistion, Maine will be- 
come the 19th state in which Seaboard 
Life operates. 


this is the 
insurance 
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Brokerage Manager for Pro- 
gressive Life Insurance 
General Agency 
Competitive Minimum Deposit 
Special Combination for Protec- 

tion & Investment 

@ Substantial First Year Commis- 
sions 

@ Vested Renewal Commissions 

@ Liberal Expense Allowance 

Apply: Box 2942, The Eastern Under- 


writer, 93 Nassau St., New York 38, 
N.Y. All inquiries will be confidential. 
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Not A Boast 


CAC Has Designed More Different 
Kinds of Pension Plans Than 


Any Other Company 


Designing pension, profit sharing and special 
plans is a business in itself at CAC .. . handled 


by a broadly experienced and highly specialized 


department. 


Flexibility is the rule. Build the plan to fit the 


case. There is no “book” 
ulations. 


with rigid rules and reg- 


No two companies are exactly alike. 


No two plans are apt to be identical. 


An opportunity to show you unique, practical 
and flexible approaches to the best in pension and 


profit sharing plans is invited. 





CONTINENTAL ASSURANCE @ 


Member Continental National Group, Chicago 4 









50: 
C Anniversary 











Eastern Department: 76 William St., 


New York 5, N. Y. 





Guardian Life Declares 
Interest Rate of 4% 


The Guardian Life of America is in- 
creasing interest rates on policyholder 
and beneficiary funds for 1962. The in- 
terest rate on dividends left to accumu- 
late with the company will be increased 
to 4%. The 4% rate will be credited 
to all accounts for the preceding year 
on the policy anniversary in 1962. 

On proceeds left with the company 
to provide a monthly income (other 
than a life income), the interest rate 
credited will be increased from 3.5% to 
4% on the contract anniversary in 1962. 
For proceeds providing a life income, 
the company is adopting special sched- 
ules based on Guardian’s current rates 
for single premium annuities. 

For discounting premiums paid in ad- 
vance, the interest rate of 4%, adopted 
by The Guardian in 1959, will be con- 
tinued. On pension trust auxiliary funds, 
the interest rate credited for the calendar 
year of 1962 will be 4.25% 

In making the announcement President 
John L. Cameron said, “The substantial 
increases in our interest rates for 1962 
reflect the excellent results achieved in 
our investment program. 

“We expect that our net return at 
the end of this year, after deducting 
investment expenses but before Federal 
income taxes, will be about 44% ,the 
highest average rate earned on our port- 
folio in nearly 30 years.” 


Bedhdiles Suesudnens 


New Life Policy Case 


Berkshire Life has introduced a new, 
unique policy presentation case. Charles 
FE. Ferree, Jr., director of public rela- 
tions and advertising for Berkshire, 
predicted that the new policy case would 
set a trend in insurance policy pack- 
aging. 

The new case, designed in forest green, 
platinum, and black, features a folded 
sleeve and smoothly sliding tray which 
closes tightly to keep the contents clean, 
fresh, and dust-free. A pressure-sensi- 
tive platinum-colored label will be 
affixed to its reverse side showing the 
client’s name, and amount and type of 
policy. 

A. Clifford Dorsel, public relations and 
advertising assistant for Berkshire, un- 
dertook a study of all insurance policy 
packaging, and out of it created the 
original idea for the new case. 

The packaging division of Warner 

3rothers Co., Bridgeport, Conn., with 
its nationally known designer, Edward 
C. Kozlowski, director of package de- 
velopment was assigned to develop Mr. 
Dorsel’s concept. 

The new policy case is exclusive with 
Berkshire. All company policies will 
henceforth be presented in the new pack- 
aging, now being released to Berkshire’s 
general agents. Through them, the new 
case will be distributed to all agents and 
brokers representing Berkshire Life. 


New Policy Plan Announced 
By Inter-State Assurance 


Vernon B. Hill, vice president and 
director of agencies, Inter-State As- 
surance, Des Moines, announced the new 
Inter-State “62” life insurance policy 
which has been designed to enable re- 
tirement at 62. Mr. Hill said the new 
policy helps to supplement social security 
and provides for cash reserves, family 
protection, as well as retirement income 
for life. 

The policy has been planned with the 
weakness of other sources of income in 
mind. It provides any level of income. 
It also guarantees the independence that 
comes from income that can’t be outlived 
and that economic fluctuations can’t 
affect. 


SYMPATHY FOR MRS. YARIN 

Sympathy is extended to Mrs. Esther 
Yarin, wife of Eastern Life’s vice pres- 
ident-secretary, in the death of her 
mother last week. She was 87 years of 
age. 


Home Life Director 





CECIL E. LOOMIS 


Election of Cecil E. Loomis to the 
board of directors of Home Life of New 
York was announced by William P. 
Worthington, Home Life’s chairman. 
Mr. Loomis is vice chairman of the 
Columbia Gas System, Inc. 

Mr. Loomis entered the public utility 
field in 1928 with the Columbia Gas 
System in Columbus after studying en- 
gineering at Ohio State University. For 
a number of years he served as an en- 
gineer with Columbia’s service subsidiary 
known as the Columbia Gas System 
Service Corp., and was then transferred 
to the head office in New York. 

Mr. Loomis was named assistant vice 
president in 1950 and in 1951 he became 
vice president and a director of the com- 
pany. He was elected senior vice presi- 
dent in 1956, president in 1960, and vice 
chairman of the board this year. 


NEW JOHN HANCOCK AGENCIES 
Offices Opened in Mobile and Jackson; 
Courtney, Tonsmeire and Daniels 
Made General Agents 
The John Hancock has announced the 
opening of new general agency offices in 
Mobile, Ala. and Jackson, Miss. Co- 
general agents of the Mobile office are 
John P. Courtney, Jr. and Plumer B. 
Tonsmeire. Walter E. Daniels is general 

agent at Jackson. 

Mr. Courtney attended Spring Hill 
College and the University of Alabama. 
He entered the general insurance busi- 
ness in 1945 and since 1950 has been a 
partner in the Courtney-Pharr general 
insurance agency, which relationship 
will continue. 

Mr. Tonsmeire, who also attended 
University of Alabama, spent his entire 
business career in life insurance. 

A graduate of the University of Ar- 
kansas, Mr. Daniels has been associated 
with the John Hancock since 1956, when 
he joined the company as a unit man- 
ager in Osceola, Ark. He was appointed 
assistant general agent in Memphis in 
1960 and has served in that capacity 
since that time 


Republic National Life 


Names Two General Agents 

Douglas B. Lawson, Springdale, Ark., 
and William S. Diggs, Annapolis, have 
been named to represent Republic Na- 
tional Life, Dallas, in their respective 
areas according to H. R. Hunke, vice 
president and agency director. ; 

Mr. Lawson received his Bachelor of 
Science degree from the University of 
Arkansas. He served in the Navy for 
three years during World War II be- 
fore entering the insurance industry. 
Mr. Lawson has had extensive manage- 
ment training and was a leading agent 
in personal production before joining 
Republic National Life. 

Mr. Diggs was graduated from Balti- 
more Polytechnic Institute and attended 
Carnegie Institute of Technology. Be- 
fore joining Republic National Life, he 
established an outstanding production 
record, 











( 





—_— oe 


ow 


Tf SSF eS eC 


we 


2 Sy, Cp ve 


—_— Ae. F @- 





r= ee 


IS Oe RINSING ANP IEP SEF OT ARE NAT CI 


bar aaa 










Great-West Life Change 


October 30, 1961 





The Eastern 





Underwriter 


Page 7 











In Phila. Organization 





F. G. HIGHAM, JR. 


“he Philadelphia operations of Great- 
West Life has changed from a general 
agency to a branch office. Frederick G. 
Higham, general agent for the company 
since 1943, wishing to retire from active 
direction of the agency, requested that 
Great-West Life take it over as a branch 
office. As a result, arrangements were 
completed for the existing organiza- 
tion in P hiladelphia to come under the 
company’s branch system. 

The connection with the Higham fam- 
ily will continue as F. G. Higham, Jr., 
has been appointed branch manager, 
Philadelphia, 

During the 18-year period that the 
Frederick G. Higham Agency, Inc. repre- 
sented Great-West Life in Philadelphia, 
business in force there has grown stead- 
ily to the point where the amount in 
force now exceeds $44 million. This 
total is exclusive of the $85 million of 
Group insurance administered by the 
Philadelphia Group office. 

F. G. Higham, Jr., who succeeds his 
father as head of Great-West opera- 
tions in Philadelphia, received his educa- 
tion in Philadelphia. He served in the 
Coast Guard from February, 1946 to 
July, 1947 following which he joined 
Great-West Life as head office trainee. 
He returned to Philadelphia in 1950 as 
brokerage manager and in 1958 he was 
named associate general agent. 

A dinner honoring F. G. Higham on 
his retirement from active management 
was held recently at the Union League 
Club in Philadelphia. The dinner was 
attended by D. E. Kilgour, president of 
Great-West Life, E. A. Palk, director of 
agencies and J. L. Carpenter, assistant 
superintendent of agencies. 


TOLEDO ASS’N SPEAKER 
William G. Blowers, Cleveland, re- 
gional manager of Franklin Life, spoke 
at a recent breakfast meeting of the 
Toledo Association of Life Underwriters. 





J. Fred Speer Dead at 58; 


Retired Equitable Manager 


J. Fred Speer, CLU, one of Equitable 
Society’s best known agency managers, 
died recently after a long illness. He 
was 58 years old. He had retired as 
head of the Society’s Gateway Center 
Agency in Pittsburgh last month. 

Mr. Speer joined Equitable as an 
agent in 1926 after graduation from the 
University of Pennsylvania’s Wharton 
School of Finance. Named an assistant 
agency manager in New York in 1930, 
he became an agency supervisor in 1937 
and was made manager of the company’s 
new agency in Newark in 1945. He was 
transferred to Pittsburgh in 1953 to man- 
age one of the two agencies formed 
from the well-known E. A. Woods office, 
then the largest life agency in the na- 
tion. 

The J. Fred Speer organization in 
Pittsburgh was consistently in the top 
echelon of The Equitable Honor Roll. 
In 1955 it led the Society in Group pro- 
duction, winning the National Head 
Agency title. In 1960 it ranked fifth in 
overall production among all Equitable 
agencies. 

Mr. Speer was very active in profes- 
sional, community and church organiza- 
tions. He served as president of The 
Equitable CLU Association, was an of- 
ficer of the Newark CLU branch, and di- 
rector of the American Society of ‘CLU’s. 

Before his move to Pennsylvania, Mr. 
Speer was chairman of the First Pres- 
byterian Church’s board of trustees in 
Ridgewood, N. J. In the Pittsburgh area 
he was a director of the Visiting Nurses 
Association of Allegheny County, a 
leader in United Fund, president of Life 
Managers Association, and member of 
the Life Underwriters Association. 


Guardian Life Director 


G. Russell Clark, chairman of the 
board and chief executive officer of the 
Commercial Bank of North America and 
former Superintendent of Banks for the 
State of New York, was elected to the 
board of directors of Guardian Life of 
America. Mr. Clark served previously 
as_a Guardian director from December, 
1956, resigning in January of 1959 on 
his appointment as Superintendent of 
Banks. 

Mr. Clark’s experience in the banking 
field spans more than 40 years. Before 
his term as Banking Superintendent he 
was executive manager of the Ameri- 
can Bankers Association and prior to 
that was executive vice president of 
New York Clearing House Association. 

A past president of the New York 
Chapter of the American Institute of 
Banking, Mr. Clark was a member of 
the chapter’s Board of Governors for 
14 years and has been a special lecturer 
and member of the faculty of the Grad- 
uate School of Banking. He is currently 
serving as vice president of the New 
York State Chamber of Commerce. 


Schmerge Agency Meeting 


The Albert G. Schmerge Agency of 
Mutual Benefit Life of Newark, with 
offices at 60 East 42nd Street, New 
York, reported a total of $15,207,001 
paid for business for the first three 
quarters of this year, which represents 
an increase of 18% over that of 1960. 

Announcement was made at an agency 
meeting with the following agents and 
some of their wives in attendance: Ed- 
ward Amsel, Stanley Auerbach, Greg 
Behan, Paul Block, Harry Block, Ralph 
Branca, Ward Clark, Albert Elsey, 
Joseph Feder, Richard Ferguson, Murray 
Greenberg, Al Greenhouse, Fred Haas, 
Gene Lapides, Neil Leverenz, Andrew 
Levane, Hal Naclerio, Lou Pomerance, 
Al Schancer, Al Schub, Jim Sloate and 
Edna Nightingale Kravette. 

The occasion was the kickoff celebra- 
tion for the 14th annual Mutual Benefit 
Duel effort, held at the Stork Club. The 
Schmerge Agency is competing against 
one of the largest and most productive 
agencies for Mutual Benefit in the coun- 
try. The business meeting was conducted 
by General Agent Schmerge. Speakers 
included Solomon Huber, Seymour (Cy) 
Block, leading agent of the company, 
and Supervisors Albert Greenhouse and 
Gregory Behan. 


Continental Assur. Expands 
Group Office Facilities 


Continental Assurance has expanded 
its Group office facilities in the western 
United States by opening two new offices 
on the Pacific Coast, one in Seattle and 
the other in San Diego, it was announced 
by Paul H. Rinker, vice president in 
charge of the Group department. 

The Seattle office is headed by Emmett 
F. Beaulaurier, Group district manager, 
who was with New York Life’s Group 
department in Seattle for seven years. 
Lee J. Schwabe, formerly Continental's 
Group representative in Los Angeles, is 
Group district manager of the San Diego 
office. 

Also announced was the appointment 
of Charles A. Duncombe as Group re- 
gional manager of the Pittsburgh office. 


Alan C. Goddard Promoted 


Alan C. Goddard, actuarial assistant, 
has been promoted to assistant Group 
actuary at Massachusetts Mutual Life. 
Mr. Goddard, who has been a member 
of the company’s home office staff for 
the past four and a half years, received 
his degree, cum laude, in mathematics 


from State University of Iowa. While 
at Bates he was elected to Phi Beta 
Kappa. 


Mr. Goddard served for two years with 
the Army and joined Massachusetts Mu- 
tual as an actuarial trainee in 1957. He 
was appointed actuarial assistant in 1958. 
He recently became a fellow of the So- 
ciety of Actuaries. 





Confederation Life Makes 
Group Operation Changes 

Life, 

nounced the following changes in respon- 


Confederation Toronto, has an- 
sibilities within its Group insurance or- 


Gill and R. G. Mait- 


land have been appointed management 


ganization: J. M. 


Mr. Gill as Group actuary, 
and Mr. Maitland as 


research. 


officers, pen- 


sions Group ac- 
tuary, 

B. H. Becker has been appointed man- 
ager, Group underwriting and R. L. W. 
Till has 


assistant. Fi 


been named Group actuarial 


yrmerly assistant Group ac 
tuary and manager, 
A. Allison bec 
manager, 


Group research, W 
same assis stant actuary and 


actuarial research. 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 








Gerald Rosner 





GUARANTEED RENEWABLE AC- 
CIDENT AND HEALTH is today con- 
sidered basic, personal protection. Your 
clients depend on you to see that their 
mantle of protection is complete. Let me 
tell you about our modern, flexible plans, 
that may be CUSTOM-TAILORED to 
fit any need. Call me today! 


GERALD ROSNER 


JAFCO 
LIFE AGENCY, INC. 
MU 4-5779 
General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY, Jamestown, N. Y. 








ASST. SUPT. OF AGENCIES 
$9,600 


If you have a minimum of three years 
in agency management, possess a college 
degree and have been with not more 
than one company in past five years you 
can qualify here. One of the country's 
finest companies wants a young man to 
direct the field supervision in several 
midwestern states. Refer your inquiries 
to Bill Hemingway. #E-1181 


H. O. LIFE UNDERWRITER 
$8,500 

This is one of the fastest moving of the 
companies in the east, now with a pre- 
mium income of over $15 Million in 
Ordinary Life. Of prime importance in 
an applicant's background is that the 
company prefers a man who has had 
some Actuarial training but is predomi- 
nantly an Underwriter. Large city locale 
and rapid advancement likely. Inquiries 
to Bruce Van Keuren. #E-1182 








LIFE GENERAL AGENT 
$15,000 


One of the country's best known com- 
panies, domiciled in the midwest, and 
licensed in all states, wants a man with 
proven experience as a General Agent. 
Must be situated in the east and have 
been with no more than two companies 
in past ten years. A fine Life and Health 
portfolio and liberal contract is your key 
to unlimited earnings. Contact Bill Hem- 


ingway. #E-1183 


LIFE CLAIMS MANAGER 
$10,000 


A medium sized organization, with a 
strong Group premium income, wants a 
to take 
charge of the Ordinary Life claim proc- 
essing. This responsibility will include 
90% travel. 
more than forty states from coast to 
coast. All inquires will be confidentially 
handled by Bruce Van Keuren. #E-1184 


young man, preferably single, 


The company is licensed in 








FERGASON 


330 S. Wells St. 





HArrison 7-9040 


Without any obligation, send for our brochure, “How We Operate.” 


PERSONNEL 


Insurance Personnel Exclusively 


Chicago 6, Illinois 





LIFE REGIONAL SUPERVISOR 


' 

This is an excellent opportunity for any 
young Agent who wishes to make the 
transition into management functions. 
This highly respected New England com- 
pany prefers the man who has a fine 
record and has an ability to learn the 
recruiting and training of new agents. 
This is an eastern opening. Direct any 
inquiry to Bill Hemingway. #E-1185 


AGENCY MANAGER— 
LIFE/HEALTH—$10,000 


Two companies—both with home offices 
in Illinois—need experienced managers 
for the Cleveland area. Both companies 
have excellent portfolios with strong in- 
clinations toward Health Insurance. Mar- 
ried candidates preferred with current 
or past working experience in the Cleve- 
land locale. Your inquiry will be handled 
by Bill Hemingway. # E-1186 











Page 8 


The Eastern 





Underwriter 


October 30, 196) 





National Life of Vermont 
Northwest Agencies Merge 


National Life Insurance Company of 
Vermont’s operat i ms in Oregon and 
Washington have been consolidated into 
one general agency—Holden-Baggott 
Associates, Inc. Principals are Glen A 
Holden, formerly gencral agent at Port- 
land, and Renaldo A. Baggott, formerly 
general agent at Seattle. The caer is 
president of the new office, which is an 
Oregon corporation; Mr. Holden is vice 
president-secretary 


Both men are well known 


in insurance 
the Pacific Northwest. Mr. 
been general agent for 
} 1 ife in Washington State for 
22. years: his agency tied last year with 
he one in Cleveland for runner-up posi- 
ion in the Vermont company’s annual 
lent’s T ‘competition for all- 
rations 
-y, which Mr 











Sez attle rtland an W itinue 
e Washington State branch office at 
Tacom "Nati nal Lif epresentatives 
else ere in e two states Iso will 
mn 1€ ind Holde sa I Asso 


Honor Frederick W. Floyd 

Frederick W. Floyd, CLU, director of 
business, pension and Group plans, Man- 
hattan Life’s Sobel Agency in Phila- 
delphia, received the New Jersey State 
Association of Life Underwriters “New 
Jersey Life Underwriter of the Year 
1961-62” award. The award, the highest 
which can be given by New Jersey to 
a man in the life insurance business, 
was presented by Robert Lawrence, pres- 
ident of the New Jersey Association of 
Life Underwriters, at a recent luncheon 
held in Delaware Township, N. J. 

Mr. Floyd, who is national treasurer 
of the American Society of CLU’s, has 
had a long career in life insurance begin- 
ning in 1920 with Provident Mutual. 
Since that time he has been associated 
with several nationally known life com- 
panies in management capacity. 

In 1945 Mr. Floyd became the first 
full time executive secretary of The 
American Society of Chartered Life Un- 
derwriters and the first managing editor 


of The CLU Journal. He is immediate 
past president of the South New Jersey 
CLU Chapter and has taught CLU 


‘ourses at Rutger’s 
number of years 

Mr. Floyd joined the Sobel 
which serves. the 
Southern 


New 


University for a 


Agency. 
Philadelphia and 
areas, in 1960. 





Jersey 
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REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 








New York Life Promotions 


J. R. McDonnell, C. S. Schnelle, Made Second Vice President 
And Actuary; J. J. Connors, C. W. Kraushaar, Jr., and 


H. A. Woodman, Jr., Become Associate Actuaries 


Five men have been promoted in the 
actuarial department of New York Life, 
according to Clarence J. Myers, chairman 
and president. 

James R. McDonnell and Charles S. 
Schnelle both have been named second 
vice president and actuary; and James 
J. Connors, Charles W. Kraushaar, Jr., 





CHARLES S. 


SCHNELLE 


A. Woodman, Jr., 
actuaries. 
Careers 

Mr. McDonnell joined New York Life 
in 1925 after graduating from St. John’s 
Prep in Brooklyn. He became an as- 
sistant actuary in 1949, an associate ac- 
tuary in 1954 and was appointed an 
actuary in 1957. Mr. McDonnell is a 
fellow of the Actuaries and 
is a member of its committee on review. 
He is secretary of the company’s com- 
mittee on product development. 

Mr. Schnelle has spent his entire 
professional career with New York Life, 
joining the actuarial department in 1931 
upon his graduation from Yale College. 
He became an associate of the Socks 


and Harry. have be- 


‘ome associate 


Society of 


of Actuaries in 1943 and a fellow of the 
Society in 1945. In he was ap- 
pointed actuarial supervisor, in 1949 an 
assistant actuary, an associate actuary 
in 1954, and in 1957 an actuary. He is 
secretary of the company’s pension 
trust committee. 

Mr. Connors joined the actuarial de- 





JAMES R. McDONNELL 


partment in 1951 as an actuarial student. 
He became an actuarial assistant in 1956, 
and an assistant actuary in 1958. Mr. 
Connors is a fellow of the Society of 
Actuaries and a graduate of LeMoyne 
College. 

Mr. Kraushaar also joined the company 
in 1951 as an actuarial student, after his 
graduation from Fordham College. He 
became ‘an actuarial assistant in 1957, an 
assistant actuary in 1958. He is a fellow 
of the Society of Actuaries. 

Mr. Woodman joined the company in 
1950 after his graduation from Amherst 


College. In 1956 he was named an ac- 
tuarial assistant, and in 1958 an assist- 
ant actuary. He is a fellow of the So- 
ciety of Actuaries. 





Advance Jean W W. MacKenzie 


Jean W. MacKenzie, agency depart- 
ment statistician for United Life and 
Accident, has been advanced to admin- 
istrative assistant in the agency depart- 
ment of the Concord, N. H., company 
according to an announcement by Presi- 
dent Douglas B. Whiting. She has served 
as statistician for three years prior to 
her new appointment and previously had 
done statistical work in the actuarial de- 
partment of the company. 

A graduate of Prince of Wales Teach- 
ers College, Charlottetown, Prince Ed- 
ward Island, Mrs. MacKenzie had taught 
school and been. an accountant before 
joining United Life in 1957. In her new 
position she takes over some of the 
duties formerly carried out by Captain 
Ernest J. Tsouros, agency secretary, 
who was recalled to active duty in the 
Air National Guard on October first. 
Mrs. Mackenzie has completed success- 
fully nine of the ten examinations lead- 
ing to her associateship in LOMA 

LINCOLN NAT'L ‘SUPERVISOR 

Thomas J. Sweeney has been appointed 
to a supervisory post in the Weidner 
Agency, Pittsburgh, representatives of 
Lincoln National Life, Fort Wayne, ac- 
cording to an announcement by Norbert 
J. Weidner, CLU, general agent. 

Mr. Sweeney, who entered the life in- 
surance business as a member of Lin- 
coln Life and the Weidner Agency more 
than a year ago, has established an out- 
standing personal production record. 

sefore starting his career in life insur- 
ance, he was secretary-treasurer of one 
of Pittsburgh’s largest interior decorat- 
ing firms, and earlier, he was an In- 
ternal Revenue agent for nine years, 


Jack Mannion Promoted 

Fred O. Becher, Jr., vice president, 
Group, United States Life, has an- 
nounced the promotion of J< wck Mannion, 
Group regional manager, to assistant 
sales manager, Group. In his new capa- 
city, Mr. Mannion will be responsible 
for the supervision and promotion of 
Group business among all United States 
Life general agents. 

Mr. Mannion first joined the company 
in 1959, as home office representative, 
Group sales and services. Prior to that 
time he had been brokerage manager 
with the Sullivan Agency, general agent 
for Fidelity Mutual of Philadelphia. 

Mr. Mannion graduated cum laude 
from the University of Notre Dame and 
subsequently attended the University of 
Houston. He served three years as a 
MATS navigator in the Pacific area. 


Over $500 Million Mark 


Investors Syndicate Life passed $500,- 
000,000 life insurance in force in Sep- 
tember, W. Grady Clark, president an- 
nounc ed. With less than $2 million insur- 
ance in force on January 1, 1959, the 
company achieved the half billion goal 
in 33 months. 

Investors Syndicate Life is now li- 
censed in 47 states and the District of 
Columbia. The company is a wholly- 
owned subsidiary of Investors Diversified 
Services, Inc., 67-year-old investment 
management firm with # billion assets 
under management. 

The insurance company rounds out the 
financial services offered by the Investors 
Group, which includes a face amount 
certificate company and five mutual 
funds, 
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You..MR UNDERWRITER... are 


INSURED & GUARANTEED 


with the most unique "Career Insurance Policy’ ever written! 





e VESTED COMMISSIONS 

e COMPETITIVE PRICING 

e FLEXIBLE COVERAGE 

e TERRITORIAL PROTECTION 


All these INSURED 
and GUARANTEED 
by LACOP 


Life Assurance Company of Pennsylvania wants to send you a copy of the most unusual “policy” ever 
created! The insured is YOU, the underwriter. And the benefits guarantee you every element essential 
for a successful long-time sales career! Some are listed above . . . all are spelled out in detail in the LACOP 


“Career Insurance for Underwriters” policy. Mail the coupon today for a sample. You'll be glad you did! 


\ fe Life Assurance Company 
of Pennsylvania 


2204 WALNUT STREET - PHILADELPHIA 3, PA. 





Sherman J. Ede!man, Executive Vice President 


Life Assurance Company of Pennsylvania 
2204 Walnut Street 
Philadelphia 3, Pa. 


Dear Mr. Edelman: 


I'm interested in a career GUARANTEED profitable and reward’ng. Please send me full information about 
your "Career Insurance” plan together with a sample policy for my examination. 





SEND FOR 
THIS SAMPLE NAME . 
POLICY 
TODAY! ADDRESS om 
Cry... - anette cela 5 4 ZONE STATE 





| EA-10-30-61 
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Dr. Gerald R. Collyer Heads 
Life Medical Directors 





Webster on Mortality Trends 


A report on “Current 
Current Underwriting,” 
Andrew C. Webster, 
selection, Mutual Of 
recent annual meeting of the 
tion of Life Insurance Medical 
tors in the Hotel Astor, New 
Mr. Webster 


Mortality 
was given 
vice president 
New York, at 


In his paper 


and 


by 
for 


the 
Associa- 
Direc- 
York. 


discusses 


the mortality trends in the life insurance 


1940-1959. There 


improvement in 


between 
general 


business 
been a 


has 


the 


mortality over that period and this im- 





Astor, New York. 
James R. 
Mutual Of 


the Hotel 
succeeds Dr. 
director of 


ing at 
Collyer 
medical 
York. 
Dr. D. 
rector of 


Sergeant Pepper, 
Connecticut Mutual Life, 


medical 


Dr. 


Gudger, 


New 


di- 


was 


nimed president-elect of the association 


Elected as vice president was Dr. 
I. Robinson, chief medical 
Metropolitan Life. 

S. Schaaf, 


Dr. Royal associate 


director 


Paul 


of 


medical 





director of The Prudential, was elected 

DR. GERALD R. COLLYER secretary, and Dr. Albert L. Larson, 

chief medical director of Travelers, was 

Dr. Gerald R. ( yer, medical directo elected treasurer. Dr. Whitman M. Rey- 

f London Life London, Canada, wis nolds, director of insurance medicine of 

elected president of the Association of Equitable Life Assurance Society, was 

Life Insurance Medical Directors f elected editor of the transactions of the 
\ its recent 70 Annu nect- association. 

Introducing 





@ EXECUTIVE 


+ "STEP-DOWN" PREMIUM 
At age 65 (or the 


+ EARLY HIGH CASH VALUES 


* FIFTH DIVIDZN> OPTION 
* DESIGNED FOR KEY MAN, 


For complete deta'ls contact: 


Te 


AGENCY 





PROTECTOR 
A brand new life policy by State Mutual Life of America 


10th policy anniversary, 
PREMIUMS REDUCE APPROXIMATELY 2/3 


if later) 


+ LOAN VALUES ofter the Ist policy yecr 


INDIVIDUAL, AND SPLIT DOLLAR SALES 


HARRY H. GORDON, Director of Brokerage Sa'es 


THE FRED M. SELLING AGENCY 
67 West 44th Street 


New York 36, N. Y. MU 7-4744 














A 


SINCE 1891 


of 


BOSTON MUTUAL 


156, STUART STREET. BO 






Symbol 


Security ; 


provement is not relatively the same at 
all ages. It has been greatest at the 
upper ages. The review of Mortality 
includes an exhibit of the mortality at 
various attained ages during the period, 
distinguishes between mortality in the 
early and late policy years. An interest- 
ing fact emerges: the improvement in 
mortality has been general and applies 
to policyholders at nearly all durations. 
This suggests that while the selection 
process has been effective there have 
been outside factors affecting the mortal- 
ity favorably. Some of these outside 
factors are undoubtedly the advances in 
medical science over the past 20 years, 


but there is some evidence from the 
causes of death in this study that while 
there has been a marked decrease from 
such causes as tuberculosis and heart 
disease the decline in the death rate 
from pneumonia has apparently been 
reversed. The author points out that 
while there is a general improvement 


in the death rate it is not reasonable to 
expect that there will be a major change 
in such a rate since there is evidence 
not only in the study but elsewhere that 
as one cause of death disappears an- 
other rises to take its place. 

The author discusses briefly the rise 
of non-medical underwriting and points 
out that the medical director of a life 
insurance company can make a great 
contribution in this area because a 
knowledge of possible impairments at 
these non-medical ages helps the lay 
underwriter to avoid antiselection. 

Mr. Webster then discusses current 
underwriting and suggests that it is well 
to remember that underwriting can be 
done satisfactorily only in broad groups, 
that fine distinctions may disturb the 
fine results, and that above all the im- 
portance of minor ga should 
not be overlooked. The Society of Ac- 
tuaries’ Build and Blood Pressure Study 
recently published has many instances 
of the importance of these impairments. 

The question of clinical studies is an 
important one because imp! rovements in 
medical science will change the trend of 
mortality. The author cited as an ex- 
ample of good clinical studies the 
numerous publications on smoking in 
relation to death rates, but suggested 
that from an underwriting point of view 
the question of giving credits or debits 
for non-smokers or smokers was pos- 
sibly of theoretical interest. 

The paper closes by pointing out that 
there is a limit to the amount of in- 
formation that we can reasonably expect 
to obtain in underwriting but that that 
should not deter the life insurance busi- 
ness from expanding its coverage and 
from continuing to do a certain amount 
of experimental underwriting. 


Mrs. J. M. Bryan Elected to 
Jefferson Standard Board 


Mrs. Joseph M. Bryan, Greensboro, 
N. C., was elected to the board of di- 
rectors of Jefferson Standard Life. She 
was elected to fill the vacancy created 
by the death last August of C. W. 
Causey, Sr., who had been a board mem- 
ber since 1920. 


In other action, the directors declared 
a quarterly dividend of 25 cents per 
share, payable November 9 to stock- 
holders of record at the close of busi- 
ness October 30. 


Mrs. Bryan’s husband, Joseph M. 
Bryan, is a director of the company and 
a former —— vice president. He is 
chairman of the board and a member of 
the executive committee of Pilot Life 
and president of Jefferson Standard 
Broadcasting Co. He served as president 
of American Life Convention in 1955-56. 
Mrs. Bryan’s father was the late Julian 
Price, who served as president of Jef- 
ferson Standard for 27 years and then 
as chairman of the board until his death 


in 1946, 


Alan Cook Moves Up 
In D. C. White Agency 


HEADS LIFE AND A. & S. DEPT. 
Has Made Many Friends Among Brokers 
Since Joining N. Y. Agency in ’59; 
Low Gross Golfer 


Alan G. Cook is the newly appointed 
manager of the Life and A. & S. depart- 
ment in Dittmann-Life Associates, Inc. 
at 55 John Street, New York. Mr. Cook 
succeeds Albert Dittmann who recently 
resigned from the agency to join the 





ALAN G. 


COOK 
Dominion Life in its 
agency. i 

A graduate of the University of Denver 
where he majored in insurance, Mr. Cook 


Newark, N. J. 


started his insurance career with the 
David C. White & Co., ba (parent agen- 
cy) in September, 1959 as an outside 


Since that time he has 
called on hundreds of insurance brokers 
in greater New York and made many 
friends, much to the pleasure of his 
father, Bill Cook, a 50-year veteran on 
sie Street who is also with David 

White & Co., Inc. 

‘Alan Cook has also distinguished him- 
self as a low golfer and so far 
this year he has won the low gross prize 
in five insurance tournaments—the Chisel- 
ers where he won the Marine Midland 
3ank Trophy; the Casualty & Surety 
club outing—low prize; the In- 
land Marine “Imps”; Insurance Bowling 
League of New York; New York City 
Agents Association where he won the 
Hooper-Holmes silver bowl for the 
ond year. His average low gross in these 
tournaments was 71.3 and his best score 


production man. 


PTOSsSs 


o 
gross 


sec- 


was a 66 low gross in the Chiselers’ 
tournament at the Bonnie Briar Coun- 
try Club, Schenectady, New York. 


Dittmann-White Life Associates, Inc. 
represents as general agents the North- 
eastern Life and the Colonial Life for 
life business and American Casualty, 
Security of New Hampshire and Han- 
over Insurance Company of New York 
for A. & S. lines. 


Six Companies Join LIAA 


Six companies have joined the Life 
Insurance Association of America. Co- 
lonial Life of America, East Orange, 
N. J.; Companion Life, New York City; 
Fidelity Life Association, Fulton, IIL; 
North Carolina Mutual Life, Durham, 
N. C.; Southland Life, Dallas, and Val- 
ley Forge Life, Reading, Pa. (effective 
January 1) were elected to membership 
at the recent meeting of the Associa- 
tion’s board of directors. 


Republic National Names 
A. K. Coty General Agent 


Arthur K. Coty has been named to 
represent Republic National Life, Dallas, 
in Studio City, Cal., according to H. R. 
Hunke, vice president and agency direc- 
tor. 

Mr. Coty, a 
majored in business administration at 
New York University. He entered the 
life insurance industry in 1951, 


New Yorker, 


native 
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If you’re still using old tables 
of ‘normal’ weights, you aren’t 
up-to-date on your weight. Look 
at your new “desirable” weight, 
shown below, which is lower than 
previous standards. 

The importance of these tables 
to you lies, of course, in the fact 
that “‘the shorter the belt line, the 
longer the life line.” 

Millions of men and women 
weigh more than is good for 
them. However, men in their 20’s 
and 30’s are especially susceptible 
to rapid weight gain. 

If you are in this age range, 
don’t let your weight creep up. 
Shedding a few pounds now will 





Weight in Pounds According to Frame (In Indoor Clothing) 


TO BRING YOUR WEIGHT UP-TO-DATE 
(bring it down) 


be safer and easier than trying to 
lose many pounds later on. 


If the weight tables below show 
that your pounds are out of 
bounds, start now—under a phy- 
Sician’s supervision—to trim 
down. He will prescribe a diet 
that’s safe and pleasant, yet ef- 
fective, in removing excess weight. 

To help you carry out a suc- 
cessful pounds-off program, send 
forthe Metropolitan Life booklet, 
How to Control Your Weight. It’s 
full of suggestions on nutrition, 
and other information to help 
keep you in trim now and for 
many years to come. 

























E LARGE FRAME 
HEIGHT SMALL FRAME MEDIUM FRAM — 
Feet Inches 112-120 118-129 126-14) 
. 3 115-122 134. 132-148 
poorer cy Cat ME a 
wows Ff HOS HR Hg 
Z 126 138-152 147- 
ee 5 8 1a ts 142-156 151-170 
19 | ose 185188 e178 
gf sto gd 148-158 194-178 168.189 
and over 6 : 152-162 158-175 1ee tes 
(with shoes on) 1” heels 6 2 rnthy 167-185 176-353 
-. 4 164-175 172-190 ~<a 
. - Weight in Pounds According to Frame (in Indoor Clothing 
pee 92- 98 96-107 194-119 
ait se 104 Qe ti3 109-125 
5 0 96-104 101- 109-125 
— 5 82.110 Oe 119 115-131 
WEIGHTS , § 102113 110-122 118-134 
MEN 5 4 itis 116130 125-142 
pe ee ees ees 
: 124- 5 
. £ 118-134 28-143 137-154 
122-131 1 
oa , 6S 126-135 132-147 141-158 
and over 5 130.140 136-15 1 63 
2 if 134-144 140-155 149-1 
a ceca * 138-148 144-159 153-1 ste 
‘ For girls between 18 and 25, subtract 1 pound for each year under 29. 











fe Insurance Company. Derived 
red by the Metropolitan Li 
sae ora and Blood Pressure Study, 1959, Society of Actuaries. 


THE LIGHT 
THAT 
NEVER FAILS INSURANCE COMPANY 


A MUTUAL COMPANY ~« Home Office—NEW YORK—Since 1868 
Head Office—SAN FRANCISCO—Since 1901 
Head Office—OTTAWA—Since 1924 + Over 1000 Offices, U.S.A. and Canada 











primarily from data of 





This advertisement is one of a continuing series 


sored by Metropolitan in the interest of our 
METROPOLITAN LIFE. 


national health and welfare. It is appearing in two 
colors in publications with a total circulation in 
excess of 45,000,000 including Saturday Evening 
Post, Ladies’ Home Journal, Good Housekeeping, 


Redbook, Reader's Digest, National Geographic, 
U.S. News, Look. 
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New Colonial Life Office 
Opened in California 


The opening of its third sales and 
service office in the State of California 
and the appointment of Harlan R. Wil- 





PERSONNEL 
SERVICES, INC. 


“Specializes in Insurance” 





ACTUARIES FEE PAID .................. $12-15,000 
Passed 4 or 5 exams? Want top future? 
Can you move 100 miles? 


A & H ADMINISTRATION ............ $ 18,000 
Heavy Individual + Top Administration. 

|} .S eas 8-15,000 
We need three in N.J., N.Y., 1 in Bos- 
ton—5-+ Yrs. Top Life. 

PENSION EXECUTIVE ..$ 11,500 





You'll Train New Men: Yo Help on the 
Tough Cases. Some travel but Cor and 
Expenses supplied. 

GROUP SALES & SERVICE............ $ 8-12,000 
Some Fees Pd. & Several Top States. 

SUPT. OF AGENCIES .................... $10-12,000 
N.Y. Co. gg top field acsiee 7 

A & H CLAIM 
2 Yrs. 


6-7,000 
1-Mass. 


H.O. Las 2 for N. ve, 


50 CHURCH STREET NEW YORK 7, N. Y. 
WOrth 4-8410 











son as assistant resident superintendent 
in San Diego for Colonial Life of Amer- 
ica was announced by W. Thomas 
Fiquet, vice president, Ordinary agen- 
cies. 

The San Diego office will be under the 
direction of Albert Whale, (Colonial’s 
resident superintendent in Los Angeles; 
and Mr. Wilson will be associated with 
him in the further development and ex- 
are of facilities offered through the 
Chubb-Colonial marketing division. 

A native of Oklahoma, Mr. Wilson 
began his insurance career as an agent 
in 1953 with New England Life in Okla- 
homa City and was named supervisor of 
agents the following year. Two years 
later he was promoted to district man- 
ager in Corpus Christi, where he estab- 
lished a district branch office. He qual- 


ified regularly for company business 
conferences and honor clubs. He at- 
tended the company’s managers’ and 


supervisors’ courses and also is a grad- 
uate of the LUTC course in both life 
and health insurance. In 1959, he opened 


his own independent insurance agency 
in Dallas. 
An alumnus of Oklahoma State Uni- 


versity, he served as a Paratrooper in 
the Army Airborne in Japan and later 
was recalled to active service during the 
Korean conflict. 


Nationwide Corporation Sells 
Northwestern National Holdings 


Nationwide Corporation has entered 
into an option agreement under which 
it will sell its holdings in Northwestern 
National Life of Minneapolis. Paul 
Boardman, vice president-general man- 
ager of the holding company, announced 
that the agreement was reached recently. 

Option to buy has been granted to J. 
C. Bradford & Co., an investment bro- 
kerage firm of Nashville. The Bradford 
firm has made an initial payment to 
Nationwide of $341,184. The transaction 
would involve a purchase price of more 
than $17 million and Nationwide Corp. 
would stand to realize an after-taxes 
profit of approximately $4 million, 

Under terms of the option, the Brad- 
ford Co. has until October 31, 1962, 
to purchase all of the 113,728 North- 
western National shares held by Nation- 
wide at a price of $153 per share—or a 
total price of $17,400,384. The shares 
represent 52% of the 220,000 North- 
western National shares outstanding, 

If the option is not exercised by the 
iuforementioned date, it may be extended 








WHO? 


WHY? 


THE PREFERRED CLASS! 


WOMEN! 


THEY LIVE LONGER! 


SO CANADA LIFE GIVES PREFERENTIAL RATES — 


THE SAVINGS ARE PASSED ON TO THE POLICYHOLDERS 
FOR EXAMPLE — 


The premiums compare as follows for $10,000 Sum Assured 
Life Paid-up at 90 WOMEN’S PREFERRED LIFE 


At Age 25 


(men, participating) 


$176.30 
35 235.30 
45 337.30 


AS CLOSE TO YOU AS YOUR TELEPHONE 


” CANADA LIFE 





A MODERN COMPANY 114 YEARS OLD Home Office: 


(participating) 
$166.60 
221.50 


308.80 


Of course the premiums for higher amounts are proportionately lower. 





C7 tssurance (ompan any 


TORONTO, CANADA 


to December 20, 1962, upon payment by 
Bradford of an additional $227,456. Ad- 
vance payments would be part of the 
purchase price if Bradford exercises the 
option; otherwise they would be forfeited 
to Nationwide. 

Nationwide Corporation acquired a 
majority of Northwestern National 
shares in the winter of 1956-57, but did 
not acquire a controlling interest because 
Northwestern’s participating policyhold- 
ers, as well as stockholders, have voting 
rights. 

For more than a year thereafter the 
managements of Nationwide and North- 
western National were involved in litiga- 
tion. 

In efforts to obtain representation on 
the board of the insurance company, 
Nationwide sought and obtained a court 
decision granting it the right to obtain 
a list of shareholders and a list of parti- 
cipating policyholders. For ia time it ap- 
peared that a major proxy fight was in 
the making. 

By April, 1958, legal differences. still 
pending were settled and litigation was 


discontinued. As a result of the settle- 
ment, three nominees of Nationwide 
Corp. were elected to the Northwestern 


National board 
positions. 

In addition to its large 
Northwestern National, 


and they still hold these 


investment in 
Nationwide 


Corp. also owns virtually all of Nation- 
wide Life Ins. Co., and has controlling 
stock interests in National Casualty 
Co. of Detroit and Michigan Life of 


Royal Oak ye 

Nationwide Cor rp. control is split 50-50 
between hok toe of Class A and holders 
of Class B capital Ni ationwide 
Mutual and Nationwide Mutual Fire hold 
the Class B shares; the public holds 
the Class A shares. 


stock. 


S. R. Keare Marks 25th 
Anniversary With Federal 


Spencer R. Keare, president of Federal 
Life of Chicago, recently marked a 
quarter-century of service with the com- 
pany. Mr. Keare joined Federal Life’s 
agency department in 1936. He became 
assistant superintendent of agents in 
1937 and vice president in 1939, Five 
years later, he was promoted to exec- 


utive vice president. From 1946 until 
1954, he served in a dual capacity as 
executive vice president and _ superin- 


tendent of agents. He was elected presi- 
dent in 1954. 

Mr. Keare has been a Federal Life di- 
rector since 1937 and is also a member ot 
the company’s executive and finance 
committees. Three years after entering 
the insurance business, Mr. Keare qual- 
ified for a CLU designation. He also 
completed the required course of study 
to qualify as an associate in Life Office 
Management Association Institute. 

In addition to his duties at Federal 
Life, Mr. Keare was elected chairman 
of the Agency Management Conference 
of the LIAMA in 1953, having served 
three previous years on the board ot 
directors. In May, 1961, he was elected 
a member of the board of Health In- 
surance Association of America. 

Agency Vice President Emery Huff 
was host at a recent luncheon given in 
Mr. Keare’s honor and attended by 
Federal Life officers and locai guests. 


LEADS GENERAL AMERICAN 

The Adam Rosenthal Agency, St. 
Louis general agency for General Amer- 
ican Life, led all other agencies in the 
amount of individual life insurance sold 
during August. 

Elmer S. Rosenthal of that agency 
was the leader in amount of individual 
life insurance sold during August. 
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Metropolitan Life Names 


Gravengaard a Consultant 





H. P. GRAVENGAARD 


H. P. Gravengaard, vice president of 
the National Underwriter Co. and exec- 
utive editor of the Diamond Life Bul- 
letins Department, will be retained by 
Metropolitan Life as a consultant to its 
field training division in advanced un- 
derwriting following his retirement on 
December 1, it has been announced by 
Frederic W. Ecker, Metropolitan’s board 
chairman. 

Mr. Gravengaard, a native of Iowa and 
a graduate of the University of Ne- 
braska, also holds the degree of Grad- 
uate in Theology from Grandview College 
and completed two years of graduate 
study at Harvard College. 

In 1924, Mr. Gravengaard began his 
long and varied insurance career by 
joining the agency department of Aetna 
Life. He wrote the first history of the 
Aetna and established and conducted 
that company’s first field training schools. 
He later was a general agent for Aetna 
in Columbus for five years, and in 1931 
became general agent in Toledo for New 
England Life. 

He remained in that post until 1943, 
when he joined the National Under- 
writer as associate editor of the Diamond 
Life Bulletins. During his first year 
with the company he wrote a series of 
business insurance textbooks which have 
sold over 600,000 copies and are still in 
use in revised form. He became editor 
of the D.L.B. Agent’s Service in 1946, 
and the following year was appointed 
vice president. He became editor of the 
Diamond Life Bulletins and executive 
editor of the D.L.B. Department in 1950. 





Wiener and Leitner Get 
New Posts With Patriot 


Patriot Life, New York, has an- 
nounced two advancements among its 
home office personnel necessitated by 
the company’s continued growth. 

Joseph Wiener joined the agency de- 
partment as agency assistant under Paul 
C, Colette, superintendent of agencies. 
Mr. Wiener joined Patriot Life in 1959 
as home office assistant in the admin- 
istration department. His transfer to the 
agency department will allow a more 
efficient coordination of that depart- 
ment’s’ functions and records. 

An Army Korean veteran, Mr. Wie- 
ner entered the insurance field in 1959 
as an agent for The Prudential in Staten 
Island, where he lives. 

Elliot Leitner, who has supervised the 
policyholders service department, will 
take on the added responsibility of 
supervision of the policy issue and gen- 
eral services departments of the com- 
Pany as manager-policyholders service 
department. 

Mr. Leitner entered the insurance 
business in 1947 with Guardian Life 
where he served for ten years at their 
home office. Later he went into the field 
representing Aetna Life and Security 
Mutual Life. ‘ 

An Army Medical Corps veteran, Mr. 
Leitner lives in Brooklyn. 





W. H. Fissell Agency Supt. of 


International Life, Buffalo 


William H. Fissell, CLU, widely known 
insurance executive, has been appointed 
superintendent of agencies for the Inter- 


national Life of Buffalo. Harold D. 
Farber, president of company, in an- 
nouncing Mr. Fissell’s appointment, 


stated that “we now have approximately 
20 general agents and 100 agents with 
offices in principal cities in New York 
State.” 

Mr. Farber also said that over $10,- 
250,000 in new business has been submit- 
ted since the company started operations 


in August and approximately $125,000 in 
new annualized health premiums. 

Mr. Fissell began his life insurance 
career in 1933 as an agent in New York 
City. Later he served as head of the 
agency department of a prominent east- 
ern company. Well versed on pensions, 
business insurance and tax problems, 
he has written many articles for insur- 
ance journals. He is a member of the 
Buffalo CLU chapter and Life Under- 
writers of Buffalo. 

Graduated from Fordham University 
with a B.A. degree, he has been a CLU 
since 1949. He is also a graduate of the 
LIAMA School in Agency Management. 


Pru’s VA Brief Denies 
Jurisdiction of SEC 


The Prudential this week filed with Se- 


curities and Exchange Commission a 


brief explaining its position relative to 
writing Variable Annuities. It calls for 
complete exemption of its proposed VA 
contracts from supervision by SEC, say- 
ing it is an insurance and not an invest- 
ment company; therefore, it is not sub- 
ject to investment Act of 1940. Its brief 
is 172 pages. 





Easy. Convenient. And automatic. 


Like Riding Up An Escalator! 


And that’s the way to describe our new 


Increasing Term Plan. 


This plan, with a built-in escalator, offers your 


clients an automatic increase in face amount each year for 
a 10 or 15 year period. 


The premium, though, stays the same. 


The coverage moves upward in such a way that, 


at the end of the selected period, double the initial face 
amount may be converted. No evidence of 
insurability needed for the increase, or the conversion. 


For both business and personal uses, this policy 


has a story that’s easy to tell. Easy to sell. 


Want details? 


O C C I D E NTAL LI FE Insurance Company of California 


Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 


We pay Lifetime Renewals...they last as long as you do! 
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ROCKAFELLOW IHOU TALK 


Says Human Can Do Better Job Than 
Computer in One Vital Adminis- 
trative Area of Insurance 

An intelligent, well-trained human be- 
ing can do a better job than an electronic 
computer in at least one vital administra- 
tive area of the life insurance business 
checking life insurance applications to 
applicants are 


determine whether the 


good insurance risks 

This 
D. Rockafellow, president of the Insti- 
tute of Home Office Underwriters, at the 
ypening session of the Institute’s recent 


opinion was expressed by John 


25th annual meeting in New Orleans. 

Mr. Rockafellow, who is director of 
underwriting for Pacific Mutual Life, 
Los Angeles, said, “There is little doubt 
that classification of people into various 
groups, by numerous characteristics, can 
be automated and programmed for the 
electronic computer. But how effective 
would this be when dealing with human 
beings, whose standards of honesty are 
variable and who are occasionally down- 
right dishonest? Perhaps the cost of 
programming for these human variables 
will exceed the cost of intuitive judg- 
ment applied by an experienced under- 
writer. I believe this is so.” 

He said, “The interpreting and coding 
of individual human data into a form 


acceptable for computer processing is 
costly. Much of the information needed 
for the original classification of an ap- 
plicant is seldom used again.” 

Mr. Rockafellow noted that “where a 
large number of applications for small 
amounts are handled daily and scanned 
by junior checkers who approve a high 
percentage, there may be an opportunity 
for automated selection.” 

But, he said, “where outside investiga- 
tion, through an examiner, attending 
physician or inspection company pays 
off, automation would become very com- 
plex and I am convinced that for some 
time to come, the intelligent, well-trained 
underwriter can do a better job than an 
electronic computer.” 





We’ : 
'e alot ONE 





REPUBLIC NATIONAL LIFE —(Zirerre C, 





—_ 


MIND 


G -Y 
Se Sect 


at Republic National Life --: 


oi 
the Subject 
of 
Offering 
Every Possible 
Sales Assistance 
to Our 


FIELDMEN, 


GENERAL AGENTS 
and 
BROKERS. 


We Are Able to Provide the Collective Benefits 


of More Than 1000 Years 


of Top Executive Experience to Those 


Who Aspire to 


with the GO TEAM 


, Vy 


cident and Sickness Premiums 


rance Companies 





New President IHOU 


CLYDE R. deHAAS 


Clyde R. deHass, vice president of 
Equitable Life of Washington, D. C., was 
elected president of the Institute of 
Home Office Underwriters at the recent 
25th annual meeting in New Orleans. 
He succeeds John D. Rockafellow, direc- 
tor of underwriting of Pacific Mutual 
Life, Los Angeles, who was named to the 
Institute’s executive committee. 

Others elected were executive vice 
president, Harold A. Munson, assistant 
underwriting secretary, Guarantee Mu- 
tual Life, Omaha; secretary treasurer, 
W. Ronald Marshall, second vice presi- 
dent, Paul Revere Life, Worcester; con- 
vention secretary Al O. Konigson, vice 
president-underwriting, Lutheran Broth- 
erhood, Minneapolis. Robert M. Kidd, 
chief underwriting officer of Ohio Na- 
tional Life, Cincinnati, was reelected for 
an additional year as the Institute’s vice 
president and editor 

Elected to the executive committee 
were Maynard L. Boucher, assistant di- 
rector of selection of National Life of 
Vermont, Montpelier; W. Richard Con- 
don, director of life and health under- 
writing of General American Life; St. 
Louis; Clark H. Hutton, Jr., assistant 
manager of Ordinary underwriting of 
Life and Casualty of Tennessee, Nash 
ville. 

The following continue as members of 
the executive committee: I. M. Spear, 
vice president, State Farm Life, Bloom- 
ington, Ill.; Gale P. Osterday, under- 
writing vice president, National Public 
Service Ins. Co. Seattle; James E. 
Reeder, vice president, Independent Life 
and Accident, Jacksonville; William T. 
Warren, Jr. vice president, Southern 
Life and Health, Birmingham. 


September Sales Up 2% 

September purchases of life insurance 
amounted to $5,866,000,000 a gain of 2% 
from the corresponding month of last 
year, and the largest September total 
on record, according to the Life Insur- 
ance Agency Management Association. 
Purchases of Ordinary insurance in 
September were $4,167,000,000 compared 
with $4,098,000,000 a year ago. Indus- 
trial life insurance bought in September 
amounted to $578,000,000, compared with 
$567,000,000 a year ago. New Group life 
insurance totaled $1,121,000,000 in Sep- 
tember, compared with $1,060,000,000 a 
year ago. These figures represent new 
Groups set up and additional protection 
under amended Group contracts already 
in force. 

For the first nine months of the year, 
life insurance purchases totaled $57,- 
142,000,000, up from a year ago by $3,- 
048,000,000. The nine month Ordinary 
insurance total was $39,016,000,000, com- 
pared with $38,861,000,000; Industrial in- 
surance totaled $5,328,000,000, compared 
with $5,263,000,000 the previous year; 
and Group insurance totaled $12,798,000,- 
000, compared with $9,970,000,000. 
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R. A. MacDonald Reports LOMA 


Year 1 960-6 1 


Association year 1960-61 was “one of 
the most productive in the Life Office 
Management Association’s history,” Roy 
A. MacDonald, managing director, has 
disclosed. Copies of his annual report 
have been distributed to LOMA mem- 
ber companies. 

Mr. MacDonald outlined some of the 
highlights of the year as follows: 

1. Membership increased to an_ali- 
time high of 407 companies as of Au- 
gust 31. 

2. LOMA Institute participation sur- 
passed previous records. More course I 
certificates—2,142—and associate 
diplomas—218—were awarded than ever 
before. Eighty-three fellows were added 
to the rolls, bringing the total to 1,122. 

3. Service requests increased substan- 
tially. All told, the association 
handled than 1,000 mail, 
and personal inquiries. 


4. Committee activities resulted in a 
noteworthy number of projects, reports 
and studies during the year. About -400 
representatives of member ‘companies at- 
tended 70 committee meetings. 

5. Visits to member companies in- 
creased sharply to 190 from the 150 
called on last year. 


more 


office 


more phone 


Other Accomplishments 


Mr. MacDonald also touched on other 
significant accomplishments. Every as- 
sociation publication was redesigned un- 
der the direction of the institutional and 
membership relations committee. This 
committee also developed the idea for 
an exhibit showing “What’s New in Life 
Office Management.” This display, pre- 
pared by the association staff with the 
aid of materials contributed by the mem- 
bers, was introduced at the recent LO- 
a annual conference in Washington, 
ae. © 


Two successful supervisory training 
workshops were sponsored by the as- 
sociation this year under the direction 
of Edmond H. Curcuru, director of ed- 
ucation and training. 

Another major development during 
the year, according to Mr. MacDonald, 
was the appointment of a special study 
committee by outgoing President Mer- 
rill R. Tabor, Berkshire Life, to analyze 


the objectives, operating policies and 
activities of the association. 
Mr. MacDonald pointed out that 


“change was fundamental to our con- 
tinued progress and growth. Some of the 
most unfortunate individuals I know are 





O'TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 





“Most Productive” 


those who are trying to fight the 20th 
century and return to the past,” he said. 

In today’s society there is no fixed 
state, Mr. MacDonald pointed out, but 
only a changing pattern. Innovation and 


and back every day. The rate of change 
in this world is so great that we are 
constantly being called on in our daily 
work to face situations for which there 
have been no parallels in the past, he 
continued. 

“Change is feared only by those who 
refuse to recognize it and who try to 
ignore it,” Mr. MacDonald emphasized. 
“Both change and constant improve- 
ment are vital to our continued prog- 
ress. We must maintain our course to- 
ward clearcut goals, standards and pol- 
icies. Our vigilance against the invasion 
of indifference should never be relaxed.” 





ACQUIRES W. VA. CO 

The North Central Co., Minnesota- 
based insurance and investment group, 
has acquired control of the West Vir- 
ginia Ins. Management (Corp. (WIMCO), 
Huntington, W. Va., it has been an- 
nounced ‘by Theodore Sanborn, North 
Central president. 

Sanborn said the acquisition followed 
a recent vote of stockholders at a meet- 


ing in Huntington. Negotiations between 
the two managements for affiliation had 
been under way for several months. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
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obsolescence make their mark in the 
short time it takes to travel to work 
s. 


You’re Right! 


There is PLENTY NEW at 
THE MANHATTAN LIFE 


NEW ANNUITY CONTRACTS 
with NEW FEATURES 


We have Single Premium, Annual Premium and 
Deferred Annuities. 


Refund Features: 
ik Right to commute Guaranteed Annuity Payments, 


under Period Certain Contracts, available during 
annuitant’s lifetime as well as after his death. 


2. Right to change a Refund Annuity to a No-Refund 
Annuity. 

3. Limited Cash Refund Annuity. Trustees, Lawyers 
and Guardians will really go for this one! 


We believe these are “Exclusive” With The 
Manhattan Life. 
Ask about the new Decreasing Death Benefit Rider 


for use with Annual Premium Retirement Annuity. 


For the Most Up-to-Date Annuities, Call The Man 
from Manhattan! 





MANHATTAN LIFE ANNUITIES 
ARE PARTICIPATING 














BETTER GET THE WHOLE STORY 


NEW: Big increase in 
amount of LEVEL TERM RIDER 


which may be attached to permanent plan policies as 
well as to: 


ANNUAL RENEWABLE TERM AND 
IDEAL PROTECTION (Term Expectancy ) 


Manhattan Life offers 5 Level Term Riders, including 
“to Age 65.” All are convertible and participating. 


Your client gets a Built-In Guarantee of 
Future Insurability at rates that will delight 
him and you. 


NEW: INCREASING TERM RIDER 


Helps Policyholders anticipate growing needs and 
responsibilities. It’s a natural to provide Guaranteed 
Premium Refund benefit. Rider is convertible and 
participating. Issue ages: 20 to 64. 


NEW: GUARANTEED ISSUE OPTION RIDER 


Insures the Policyholder’s future insurability at ex- 
tremely low cost. The Man from Manhattan will 
gladly give you complete details and rates. 

NOTE: The new contracts discussed are 


available in most of the states in 
which The Manhattan Life is licensed. 


FROM THE MAN FROM MANHATTAN 





Over $1,600,000,000 of Insurance in Force 


THE MANHATTAN LIFE 
INSURANGE COMPANY 





of NEw YORK, 


HoME OFFICE: 111 West 57th Street, New York 19, N.Y. 





Did you see 
what the 

“LIFE INSURANCE 
COURANT” 


said about Manhattan 
Life’s Single Premium 
Immediate Annuities 
in the August, 1961 
issue? 
If you didn’t, ask us 
for a free reprint of 
this valuable article. 
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NET COST 


IS A COMPANY NAMED 
STANDARD 
SECURITY 


Compare these guaranteed rates and 
guaranteed 20 year net cost on a 
$10,000* Lifetime (whole-life) Policy. 








20 YEAR 
NET 


COST 
($10,000) 


$ 26.00 
30.00 
92.00 

278.00 


AGE LAST 
BIRTHDAY 


RATE * 
($10,000) 





20 $118.80 
25 137.50 
30 160.60 
35 191.40 














40 231.00 
45 280.50 1,180.00 
90 344.30 2,046.00 


*Even Lower Rates on Higher Amounts 


640.00 

















Compare these outstanding new features: 





* All rates based on age Jast birthday. 
¢ Policies written ages 0 to 97. 


¢ Sub-standard to 1500% of mortality, 
coupled with liberal and enlightened 
underwriting. 


This is but one sample from a very profit- 
able and dynamic portfolio of life, group 
and health policies. For further informa- 
tion contact the Standard Security Life 
General Agent in your area or write: 
Agency Department, STANDARD SECURITY 
LIFE INSURANCE COMPANY OF NEW YORK; 
JL] Sth Avenue; New York 3, New York. 


N. Y. Dep’t. Segregated Assets Study 


Thacher Tells Condon Committee He Seeks Clarification of 
State Public Policy Relative to Investments by Life 
Cos. in Purchasing Affiliates 


Supt. Thacher at Condon Committee 
hearing, in discussing segregated assets, 
said New York State Department is giv- 
ing deep study to possibility of having 
this state amend insurance law from 
standpoint of clarifying the state’s pub- 
lic policy with regard to investments by 
which life companies purchase fire or 
casualty affiliates. Any amendment will 
have in mind proper safeguarding of 
public being established. 


New York State Joint Legislative 
Committee on Insurance Rates and 
Regulations, Senator William F. Condon 
chairman, held hearing October 25 at 
which life insurance matters were dis- 
cussed. They grew out of the major 
area of disagreet nent el itive to the Con 
necticut General’s right under New York 
current law to acquire controlling stock 


interest in a fire and casualty company 


and still continue to be licensed in New 
York. The position of the New York 
Department resulted in court litigation 
finally reaching ~~ New York Court 
f Appeals where a decision in favor 
of Connecticut General was handed 
down. Study of the ‘Department's posi- 
tion brought to the hearing, held in 


New York City, a number of company 
representatives to testify. Julius Wikler, 
former New York State Superintendent 
f Insurance and the committee’s con- 
sultant, conducted most of the inter- 
rogation of the witnesses. 


Affects Pension Field 
B. M. Anderson, 


counsel, Connecticut 
General, told the committee that in his 
opinion the major “ramification” of the 
Connecticut General deci sion of June 1, 


1961 by the Court of Appeals was in a 
field other than fire and casualty. This 
is the pension field, he said, and here 


again the major question is equality of 
opportunity in competition. Continuing 
he said: “Not many years ago the life 
insurance companies were the dominant 
factor in the pension field. Now the 
banks, which administer pension trusts, 
have forged far ahead. There are two 
reasons for this change. One is the 
Federal income tax imposed on life 
companies and the other is the fact that 
up to now it has not been feasible for 
life companies to invest pension monies 
to any large extent in common 

“As to the first obstacle 
largely removed. The Congress studied 
this matter in detail and in the late 
spring of 1959 enacted legislation remov- 
ing substantially the tax burden on pen- 
sion funds administered by life insur- 
ance companies. The relief was gradual, 


stocks. 


, this has been 


but maximum relief is afforded as to 
1961 business. 

“The second obstacle is associated 
directly with the desire of many em- 


pk yyers to have a portion of their pen- 
sion funds invested in equities. These 
employers are perfectly willing to as- 
sume the risk of market depreciation of 
stocks, but at the 


common same time 
they desire the benefits of market ap- 
preciation. Until recently it was not 


feasible for the life insurance 
to offer this service. As a 
and more of the pension business 
channeled into pension trusts 
tered largely by banks. The 
only received the bulk of 
lished trusts but they also succeeded in 
many cases in taking existing pension 
business away from the life insurance 
companies.” 


company 
result, more 
was 

adminis- 
banks not 
newly estab- 


President Oates of Equitable 
The first life executive to testify was 
James Franklin Oates, Jr., president of 
Equitable Society. He proposed a 


liberalization of New York State insur- 
ance law affecting pension plans and 


annuities so that life companies may 
service annuities in part through equity 
investments in separate accounts. He 
said in part: “Since it is only natural 
for decisions to be applied to other 
situations we are concerned that the 
Connecticut General will lead to 
more and more situations where com- 
panies incorporated in this state will be 
prevented by law from competing with 


case 


companies incorporated elsewhere.” An- 
other comment was that the New York 
insurance companies ar¢ > almost entirely 


barred by law from investments in com- 
mon stocks for pension plan purposes 
and that employers who are setting up 
pension funds “have been turning more 
and more to trustees who are not 60 
restricted.” Mr. Oates felt that insured 
pension plans ought to be freely avail- 
ble on sound economic terms “without 
arbitrary and unnecessary legislative 
restrictions, which discriminate against 
them 
“Funds under insured plans should 
able to utilize the methods permitted 
trusteed plans during the accumulation 
period,” he said “and the employe should 
be able to: obtain the assurance of an 
insured annuity, fixed and certain in 
amount at the time when he needs it 
most, viz., at the end of his employable 
years. It is clear that such a plan fits 
a definite social need and ought to be 
permitted to exist and hold its own in 
the marketplace under free competitive 
conditions.” 
Slater Urges Greater Flexibility 

Robert E. Slater, senior vic¢ 
dent, John Hancock, said in part 
“Within the framework of traditional 


presi- 


life insurance practices, the life com- 
panies have done their best to devise 
new pt roducts and procedures to meet 


hanging markets. The market—especial 
* for larger cases—cannot be met un- 
pension contracts can be funded 
through segregated asset accounts which 
permit greater flexibility of investment 
policy than presently permitted to life 
insurance companies 
“Pension plans will be funded in any 
event. But if segregated funding by 
insurance companies is not possible, it 
seems evident that an increasing portion 
of these plans will be funded through 
non-life insurance channels. The life 
insurance business will thus be deprived 
of a legitimate market, the purchasers 
will be deprived of the skill and ex- 
perience of the life insurance companies, 
and the public will be deprived of the 
benefits of insurance department super- 
vision of much of the pension business.” 
York Life 
Adelbert G. Straub, Jr., 
president, New York Life, said that it 
has made no decision to write general 
insurance lines, if the law is amended 
to permit it. “However,” he said, “we do 
favor enabling legislation which would 
authorize life insurance companies to 
acquire subsidiaries to write such lines of 
business if they desire to do so. 
“Currently two prominent foreign life 
insurers licensed to do business in New 
York control property insurers, through 
either partial or complete stock owner- 
ship, pursuant to the immunity afforded 
by the so-called grandfather clause,” he 
continued. “The New York insurance 
law permits fire and casualty insurers, 
both domestic and foreign, to own life 
insurance subsidiaries. However, it pre- 
cludes life insurance companies from 
engaging in multiple line operations. 
“We believe these facts point up an 
inequity which should be remedied by 
legislation authorizing life insurance 
companies to write fire and casualty in- 
surance through acquisition or control 
of a subsidiary. Such legislation should 


less 


New Position 


second vice 


Honor Tri-Lake Ass’n For 
Public Service Activity 





Life Underwriters As- 
sociation, one of the smallest of the 827 
local affiliates of the National Associa 
tion of Life Underwriters, was honored 
at Lake Placid, N. Y., last week as one 
of the four top countrywide award win- 
ners in the 1961 Public Service Award 
Program of the National Association and 
of the Institute of Life Insurance. 
Nearly 150 civic, business, political, 
and educational leaders of the Tri-Lake 
area gathered at the Lake Placid Club 
to participate in a Public Service Award 
dinner which marked the local life un- 


Tri-Lake 


The 





derwriters’ contribution to community 
understanding of youth problems. 
Pictured above are—left to right— 


Frederick DelliQuadri, 
York School of 
University, 


dean of the New 
Social Work, Columbia 
who delivered the main ad- 
dress; R. L. McMillon of Abilene, Tex., 
president of NALU; Mrs. Blanche Gris- 
wold of Saranac Lake, immediate past 
president of the Tri-Lake Association; 
and Robert ‘C. Singer, coordinator of 
the Public Service Award program for 
the Institute of Life Insurance. 

The Public Service Award program is 
a cooperative effort by the two life in- 


surance groups to stimulate organiza- 
tion activity in all types of community 
service, including health and welfare. 





1963 ya “Meeting of 
MDRT To Be June 12-18 


The 1963 annual meeting of the Muil- 
lion Dollar Round Table will be held 
June 12-18, it was announced recently 
by Daniel H. Coakley, New York Life, 
Boston, vice chairman of the executive 
committee of the 1962 Million Dollar 
Round Table. By normal succession on 
the executive committee, Mr. Coakley 
will be chairman in 1963. 

In revealing the 1963 dates, Mr. Coak- 
ley stated that “the MDRT is making 
every effort to determine and announce 


future meeting dates and sites as early 
as possible so as to minimize conflicts 
with other meetings of life insurance 


companies and organizations. We are 
hopeful that the meeting dates for the 
1964 and 1965 annual meetings will be 
forthcoming later this fall or early in 
1962.” 

The 1962 annual meeting of MDRT 
will take place July 15-20 at the Queen 
Elizabeth Hotel in Montreal, Canada. 





contain appropriate safeguards against 
excessive total investment in any such 
affiliate in relation to total surplus of the 
parent life insurance company. 

Among others who talked were, Daniel 


P. Cavanaugh, general counsel, Aetna 
Life; Millard Bartels, chairman insur- 
ance a rhe committee and general 


counsel, The Travelers; Fred Reed, gen- 
eral counsel, Home Life, and Charles G. 
Dougherty, vice president, Metropolitan 
Life. 

Insurance Superintendent Thacher, the 
last speaker, said that with proper 
limitations and restrictions he felt that 
New York life insurance companies 
should have the same opportunities in 
writing insurance as companies domiciled 
in other states. 
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National's outstanding Audio-Visual 
film library brings sales into sharp focus 






















SPLIT $ “Sold $730,000 of business 5-POINT PROGRAM “Haveshownthe PENSION “The pension film makes this 
directly attributable to the film. It is an ‘Man of Property’ film to every prospect complicated subject easy to understand. 
indispensable tool at given times." who has become a Client.” Quickly qualifies the prospect.”’ 





1978 
-hi977! ot hovel 
= 1975! | rs 





BUY - SELL ‘My first showing resulted DEFERRED COMPENSATION «~~. an MEDICAL “showed film about 16 times 
in $100,000 sale. Subsequent showings, effective means of making a thorough to doctors and sold at least 10 or 12 
although less productive of sales, gave background presentation without inter- cases out of 16 for about $600,000 plus 
much easier access to more lucrative ruption...helpful in getting the concept several pending.” 

markets.” over to the prospect.” 


CARL 3ERGMAN MD 


& ie ae _ - q i 
RECRUITING “The recruiting film has PROFESSIONAL PARTNERSHIPS 
helped me tremendously in getting the ‘‘With their partnership problems 
prospective agent down to business in brought into sharp focus, this film 
taking aptitude tests without wasting a presentation cannot help but ring a 
lot of time.” warning bell calling for action.’ 


of VERMONT 
Montpelier 


. OWNED BY ITS POLICYHOLDERS 





Insu “ance -oscaay 











FOUNDED IN 1850.. 





. A MUTUAL COMPANY 










































































Page 18 


The Eastern 


Underwriter 


October 30, 1961 





Policyholder Merits Individual 


Consideration, Says Cameron 


Life insurance companies may use sociation at White 
modern, streamlined procedures and ad- Va. 
ministrative techniques, but the policy- Life insurance companies have a 
holder still merits individual considera- dual relationship with their policyhold- 
tion, John L. Cameron, president of ers, he said. To a company a policy- 
Guardian Life said at the recent annual holder is not only a number but a per- 
meeting of the International Claim As- son with a name. 


Sulphur Springs, W. 





Consultant to Life Insurance 


and A. & H. Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


with Life Insurance Companies wishing to develop Sick- 
ness and Accident business and Sickness and Accident 
Companies wishing to develop life insurance business. 
Record of unusual achievement as consultant. Work on 
all phases of Home Office agency activity as well as field 
manpower development. 


Can be seen by appointment. 



















HOME OFFICE 

SUPPORT WITH @ 
A FIELD 

VIEWPOINT 


Knowing that success in the field is so greatly influenced by behind- 
the-scenes cooperation . . . Fidelity Mutual emphasizes to Home Office 


personnel the overwhelming importance of field viewpoint. 


Whether it is processing applications, handling policy loans, changing 
beneficiaries or settling claims . . . nothing can substitute for personal 
interest and prompt assistance as needed and when needed by our 
men in the field. 


The fact is that 96 per cent of Fidelity Mutual’s claims are settled 
within 24 hours . . . one of the many ways Fidelity Mutual helps its 
agents do an outstanding job in life underwriting. 





insurance 
Company 


the FIDELITY MUTUAL LIF 


ON THE PARKWAY AT FAIRMOUNT AVENUE * PHILADELPHIA 











“We send out thousands, or tens of 
thousands, or hundreds of thousands of 
premium notices day by day, but he re- 
ceives one—and the name, amount, due 
date and everything else better be right 
1 we soon know we have a name and 
not a number to deal with. 

“We set up millions of policy re- 
serves 1as required by law, but he has his 
own policy contract with its own cash 
value based on a computed reserve which 
he knows he can get whenever he so 
desires. 

“We set up. policyholder dividend 
formulas, but he gets a specific dividend 
credit. We throw his number into all 
sorts of statistical tabulations and de- 
termine averages. But he has specific 
amounts in his policy to which he or his 
family is entitled and specific conditions, 
not averages, under which those rights 
fall due.” 

Mr. Cameron said that compulsory 

government insurance must by its nature 
ignore the individual. 
“He is a number when he comes into 
_ system, he is a number while he 
is in the system, and he is a number 
when he collects from the system. His 
individual aims, ambitions and aspira- 
tions are of no concern. The law says 
he must have so much insurance payable 
under conditions set by legislative act, 
and paid for in devious ways, part of 
which shows up by deduction in pay and 
the rest by an erosion of his 
one else’s earnings. 

“We have accepted the fact the it com- 
pulsory government ‘insurance’ is ‘to 
promote the public welfare’ when it is 
limited to amounts which ‘everyone’ 
needs. But the temptation to use the 
compulsory approach to meet more than 
the universal needs is always strong, 
particularly when benefits can be prom- 
ised and the costs apparently inde- 
finitely postponed. 

“It is up to us to continue to empha- 
size the conflict between compulsory 
‘rnment insurance and voluntary 


the 


or some- 


Stanley L. Peterson Heads 


International Claim Assn. 


Stanley L. Peterson, claim secretary, 
Aetna Life, was elected president of 
International Claim Association at the 


group’s 52d annual meeting held recent- 
ly at the Greenbrier, White Sulphur 
Springs, W. Va. The association’s mem- 
bers, ‘as claim officers and personnel, ap- 
prove life and health insurance benefits 
on behalf of their insurance companies, 

Mr. Peterson has been with Aetna 
Life since 1935. He is a councilman 
of West Hartford, and a member of 
the Hartford County Bar Association. 

George F. Monks, assistant vice presi- 
dent, New York Life, was elected vice 
president of the association. Howard J. 
LeClair, vice president, Mutual Benefit 
Health and Accident Association, was 
elected secretary and John McAlexander, 
vice president cf Bankers National Life, 
was elected treasurer. 





private insurance whenever compulsory 
insurance oversteps the floor-of-protec- 
tion yarn We must oppose any pro- 
gram which makes compulsory, insurance 
which insures many who don’t need the 
coverage, while leaving unprotected 
many who do—any compulsory program 
with a price tag which couldn’t possibly 
pass fair trade practices standards.” 

Mr. Cameron also called upon the life 
insurance companies, in issuing liberal 
new policies, to extend those liberaliza- 
tions to existing policies as far as pos- 
sible. This would not only constitute 
equitable treatment of policyholders, but 
would also protect existing business. 

“We can’t afford to be in the position” 
he said, “where the unscrupulous can 
talk policyholders into taking out cash 
values ‘accumulated by policyholders 
over long years of a policy’s existence, 
to the detriment of the policyholder in- 
dividually, the insurance public generally, 
and the whole of the American eco- 
nomy.” 


Insurance Position on Pre-Trial 


Examinations Viewed By Smith 


The valuable application of pre-trial 
examinations in insurance litigation, thus 
eliminating matters that are not really 
in dispute or on which agreement can 
be reached, was discussed by Sylvester 
C. Smith, Jr., general counsel, The Pru- 
dential, in an address delivered at the 
52d annual meeting of International 
Cliim Association recently at The Green- 
brier, White Sulphur Springs, W. Va. 

After first tracing the evolution of 
judicial procedures from the days of 
Magna Carta, Mr. Smith, who is presi- 
lent-elect of the American Bar Asso- 
ciation, stated that modern law and 
practice in the U.S. began with the 
adoption of the Federal Rules of Civil 
Procedure in 1938. Among these rules 
are those which enable mutual knowledge 
of all relevant facts to be made available 


to both plaintiff and defendant before 
trial. Mr. Smith noted that on the as- 
sumption that no man can be hurt by 


the truth, both the issues and the proof 
have become an open book to both 
parties well in advance of trial, as a re- 
sult of the pre-trial examination proce- 
dures. 

System Advantages 

Cited among the advantages of this 
system were: 1. Witnesses may be 
examined while the events are fresh in 
their minds—such examinations tend to 
put a brake on perjury, as a witness whose 
deposition has been taken cannot change 
his story after he learns what the other 
ide’s case is. 

2. Depositions lead to a narrowing of 
the issues—many matters are found to 
be immaterial and on many others agree- 
ment can be reached. 

_3. A summary judgment or submis- 
sion on an agreed statement of fact can 
frequently lead to a great reduction in 


the time and cost of litigation. 

4. Depositions prevent the 
testimony in the event a witness dies 
or moves away before trial. 


loss of 


5. This practice eliminates surprise 
and often leads to settlement out of 
court as both sides can evaluate the 


strength of their positions with consider- 
able accuracy. 

Viewing the insurance position as to 
pre-trial examinations, Mr. Smith said 
that “insurance people try to have their 
facts all in line before the claim 
decision is made, so that the case is 
substantially prepared before suit is filed. 
Opposing counsel are frequently behind 
us, not only in preparation but in knowl- 
edge of, and background in, the issues 
Usually plaintiff's attorney has heard 
only his client’s highly prejudicial story 
and when pre-trial practice puts the 
truth on the line he loses a great deal 
of his enthusiasm for the cause.” 


Patriot Life Expanding 

Patriot Life has expanded its opera- 
tions into Massachusetts with the ap- 
pointment of two new general agents. 

Francis Mulchy will represent the 
company in the Randolph area. He is a 
former agency manager for Hartford 
Life and earlier represented the Mutual 
Benefit Life. 

Joseph W. Pesce, Jr., is Patriot’s gen- 
eral agent in the Danvers area. Recently 
the manager of the Evergreen Insurance 
Agency, he has, in the past, represented 
Continental Casualty and Metropolitan 
Life. 

Patriot 
Jersey 


has also increased 


) its New 
representation by the i 


appoint- 


ment of Marvin J. Eisenberg in Newark. 
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MASSACHUSETTS MUTUAL FIELD FORCE 


Annus Aude 


OF 
ACCOMPLISHMENT 








a How much do 
they earn? 
The 1960 average earnings of Massa- 
chusetts Mutual full-time representa- 


tives with five or more years experi- 
ence was $13,505. 


The top 100 averaged $28,387. 


With whom do 
they deal? 


Our clients — individuals and business 
organizations — buy over a billion 
dollars of new ordinary life insurance 
each year, plus almost half a billion of 
group. Our average ordinary policy 
in 1960, excluding those issued in pen- 
sion plans, was $15,952. Business In- 
surance accounted for almost $175 mil- 
lion of our 1960 new business, and 
premiums from pension and profit shar- 
ing plans totaled over $57 million. We 
now have 48 clients each owning a 
million or more of Massachusetts Mu- 
tual life insurance. 
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What is their 
| standing in 
the field? 


Our Field Force receives an un- 
usually high proportion of the top 
honors among all life insurance men 
and women — a good indication of 
the caliber of the persons associated 
with the company. 


1 in 3 won the National Quality 
award last year. 


1 in 7 are Chartered Life Under- 
writers — which means they have 
successfully completed the compre- 
hensive study course and met the 
professional standards of the Ameri- 
can College of Life Underwriters. 


1 in 10 qualified for the 1961 Mil- 
lion Dollar Round Table. 





SOMETHING TO CROW ABOUT 


Bi ERENT 


Massachusetts Muiual men and 
women are successful in their chosen 
field and enjoy the rewards of work- 
ing among successful clients with 
colleagues whose education and 
background are similar to their own. 
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Policyholder Merits Individual 


Consideration, Says Cameron 


Life insurance companies may use 
modern, streamlined procedures and ad- 
ministrative techniques, but the policy- 
holder still merits individual considera- 
tion, John L. Cameron, president of 
Guardian Life said at the recent annual 
meeting of the International Claim As- 





manpower development. 








Consultant to Life Insurance 


and A. & H. Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


with Life Insurance Companies wishing to develop Sick- 
ness and Accident business and Sickness and Accident 
Companies wishing to develop life insurance business. 
Record of unusual achievement as consultant. Work on 
all phases of Home Office agency activity as well as field 


Can be seen by appointment. 


sociation at White Sulphur Springs, W. 
Va. 


Life insurance companies have a 


dual relationship with their policyhold- 
ers, he said. To a 
holder is not only 
son with a name. 


company a policy- 
a number but a per- 








SUPPORT WITH 
A FIELD 
VIEWPOINT 


the-scenes cooperation . . 


beneficiaries or settling claims . . 


men in the field. 


within 24 hours . . 





HOME OFFICE 


Knowing that success in the field is so greatly influenced by behind- 
. Fidelity Mutual emphasizes to Home Office 
personnel the overwhelming importance of field viewpoint. 


Whether it is processing applications, handling policy loans, changing 
. nothing can substitute for personal 
interest and prompt assistance as needed and when needed by our 


The fact is that 96 per cent of Fidelity Mutual’s claims are settled 
. one of the many ways Fidelity Mutual helps its 
agents do an outstanding job in life underwriting. 





the FIDELITY MUTUAL LIF 


ON THE PARKWAY AT FAIRMOUNT AVENUE « PHILADELPHIA 
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Company 








“We send out thousands, or tens of 
thousands, or hundreds of thousands of 
premium notices day by day, but he re- 
ceives one—and the name, amount, due 
date and everything else better be right 
or we soon know we have a name and 
not a number to deal with. 

“We set up millions of policy re- 
serves as required by law, but he has his 
own policy contract with its own cash 
value based on a computed reserve which 
he knows he can get whenever he so 
desires. 

“We set up policyholder dividend 
formulas, but he gets a specific dividend 
credit. We throw his number into all 
sorts of statistical tabulations and de- 
termine averages. But he has specific 
amounts in his policy to which he or his 
family is entitled and specific conditions, 
not averages, under which those rights 
fall due.” 

Mr. Cameron said that compulsory 
government insurance must by its nature 
ignore the individual. 

“He is a number when he comes into 
the system, he is a number while he 
is in the system, and he is a number 
when he collects from the system. His 
individual aims, ambitions and aspira- 
tions are of no concern. The law says 
he must have so much insurance payable 
under conditions set by legislative act, 
and paid for in devious ways, part of 
which shows up by deduction in pay and 
the rest by an erosion of his or some- 
one else’s earnings. 

“We have accepted the fact the it com- 
pulsory government ‘insurance’ is ‘to 
promote the public welfare’ when it is 
limited to amounts which ‘everyone’ 
needs. But the temptation to use the 
compulsory approach to meet more than 
the universal needs is always strong, 
particularly when benefits can be prom- 
ised and the costs apparently 
finitely postponed. 

“It is up 
size the 


inde- 


to us to continue to empha- 
conflict between compulsory 


government insurance and_ voluntary 


Stanley L. Peterson Heads 
International Claim Assn. 


Stanley L. Peterson, claim secretary, 
Aetna Life, was elected president of 
International Claim Association at the 
group’s 52d annual meeting held recent- 
ly at the Greenbrier, White Sulphur 
Springs, W. Va. The association’s mem- 
bers, ‘as claim officers and personnel, ap- 
prove life and health insurance benefits 
on behalf of their insurance companies. 

Mr. Peterson has been with Aetna 
Life since 1935. He is a councilman 
of West Hartford, and a member of 
the Hartford County Bar Association. 

George F. Monks, assistant vice presi- 
dent, New York Life, was elected vice 
president of the association. Howard J. 
LeClair, vice president, Mutual Beneft 
Health and Accident Association, was 
elected secretary and John McAlexander, 
vice president cf Bankers National Life, 
was elected treasurer. 





private insurance whenever compulsory 
insurance oversteps the floor-of-protec- 
tion concept. We must oppose any pro- 
gram which makes compulsory, insurance 
which insures many who don’t need the 
coverage, while leaving unprotected 
many who do—any compulsory program 
with a price tag which couldn’t possib ly 
pass fair trade practices standards.” 

Mr. Cameron also called upon the life 
insurance companies, in issuing liberal 
new policies, to extend those liberaliza- 
tions to existing policies as far as pos- 
sible. This would not only constitute 
equitable treatment of policyholders, but 
would also protect existing business. 
“We can’t afford to be in the position” 
he said, “where the unscrupulous can 
talk policyholders into taking out cash 
values accumulated by _ policyholders 
over long years of a policy’s existence, 
to the detriment of the policyholder in- 
dividually, the insurance public generally, 
and the whole of the American eco- 
nomy.” 


Insurance Position on Pre-Trial 


Examinations Viewed By Smith 


The valuable application of pre-trial 
examinations in insurance litigation, thus 
eliminating matters that are not really 
in di ispute or on which agreement can 
be reached, discussed by Sylvester 
C. Smith, Jr., general counsel, The Pru- 

sntial, in an address delivered at the 
2d annual meeting of the International 

iim Association recently at The Green- 
rier, White Sulphur Springs, W. Va. 

After first tracing the evolution of 
judicial procedures from the days of 
Magna ge 9 Mr. Smith, who is presi- 
lent-elect of the American Bar Asso- 
ciation, aaa that modern law and 
practice in the U.S. began with the 
adoption of the Federal Rules of Civil 
Procedure in 1938. Among these rules 
are those which enable mutual knowledge 
of all relevant facts to be made available 


was 


& 
1 


to both plaintiff and defendant before 
trial. Mr. Smith noted that on the as- 
sumption that no man can be hurt by 


the truth, both the issues and the proof 
have become an open book to both 
parties well in advance of trial, as a re- 
sult of the pre-trial examination proce- 
dures. 

System Advantages 

Cited among the advantages of this 
system were: 1. Witnesses may _ be 
examined while the events are fresh in 
their minds—such examinations tend to 
put a brake on perjury, as a witness whose 
deposition has been taken cannot change 
his story after he learns what the other 
side’s case 15S. 

2. Depositions lead to a narrowing of 
the issues—many matters are found to 
be immaterial and on many others agree- 
ment can be reached. 

3. A summary judgment or submis- 
sion on an agreed statement of fact can 
frequently lead to a great reduction in 


the time and cost of litigation. 

4. Depositions prevent the 
testimony in the event a witness dies 
or moves away before trial. 

5. This practice eliminates surprise 
and often leads to settlement out of 
court as both sides can evaluate the 
strength of their positions with consider- 
able accuracy. 

Viewing the insurance position as to 
pre-trial examinations, Mr. Smith said 
that “insurance people try to have their 
facts all in line before the claim 
decision is made, so that the case is 
substantially prepared before suit is filed. 
Opposing counsel are frequently behind 
us, not only in preparation but in knowl- 
edge of, and background in, the issues. 
Usually _ plaintiff's attorney has heard 
only his client’s highly prejudicial story 
and when pre-trial practice puts the 
truth on the line he loses a great deal 
of his enthusiasm for the cause.” 


loss ot 


Patriot Life Expanding 

Patriot Life has expanded its opera- 
tions into Massachusetts with the ap- 
pointment of two new general agents. 

Francis Mulchy will represent the 
company in the Randolph area. He is a 
former agency manager for Hartford 
Life and earlier represented the Mutual 
Benefit Life. 

Joseph W. Pesce, Jr., is Patriot’s gen- 
eral agent in the Danvers area. Recently 
the manager of the Evergreen Insurance 
Agency, he has, in the past, represented 
Continental Casualty and Metropolitan 
Life. 

-atriot has also increased its New 
Jersey representation by the appoint- 
ment of Marvin J. Eisenberg in Newark. 
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MASSACHUSETTS MUTUAL FIELD FORCE 


OF 
ACCOMPLISHMENT 








a“ How much do 
they earn? 
The 1960 average earnings of Massa- 
chusetts Mutual full-time representa- 


tives with five or more years experi- 
ence was $13,505. 


The top 100 averaged $28,387. 


With whom do 
they deal? 


Our clients — individuals and business 
organizations — buy over a billion 
dollars of new ordinary life insurance 
each year, plus almost half a billion of 
group. Our average ordinary policy 
in 1960, excluding those issued in pen- 
sion plans, was $15,952. Business In- 
surance accounted for almost $175 mil- 
lion of our 1960 new business, and 
premiums from pension and profit shar- 
ing plans totaled over $57 million. We 
now have 48 clients each owning a 
million or more of Massachusetts Mu- 
tual life insurance. 
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What is their 
standing in 
the field? 


Our Field Force receives an un- 
usually high proportion of the top 
honors among all life insurance men 
and women — a good indication of 
the caliber of the persons associated 
with the company. 


1 in 3 won the National Quality 
award last year. 


1 in 7 are Chartered Life Under- 
writers — which means they have 
successfully completed the compre- 
hensive study course and met the 
professional standards of the Ameri- 
can College of Life Underwriters. 


1 in 10 qualified for the 196] Mil- 
lion Dollar Round Table. 
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SOMETHING TO CROW ABOUT 


Ete > ee 
Massachusetts Mutual men and 
women are successful in their chosen 
field and enjoy the rewards of work- 





ing among successful clients with 
colleagues whose education and 
background are similar to their own 
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Says E. J. Faulkner: 








‘Most Americans are the Unwitting 


Victims of Social Benefit Euphoria’ 


today are the un- 
“social benefit eupho- 
; or exaggerated sense 
of well-being about social security, E. J. 
Faulkner, president of Woodmen Ac- 
cident & Life Company, said in New York 
before the annual meeting of the Asso- 
tiation of Life Insurance Medical Direc- 
tors of America 


Americans 

victims of 
-an abnormal 
1 } 








Mr. Faulkner added that “most Amer- 
icans think of social security in terms 
private insurance; they who are 


taxed to support it believe they are pay- 
ing a premium to provide a pension for 
their own old-age. 
hey suffer from the delusion that 
somehow the Government can provide 
life insurance, annuity, and health in- 
surance benefits cheaper and better than 
can private insurers. Despite these 
deeply-ingrained misimpressions, aS our 
salesmen rediscover every working day, 
nine out of ten people cannot tell you 
to what social security benefits they are 
or potentially will be entitled or what 
tax they are or will be paying for them.” 
History proves that insurance and 
medicine always supported sound 
social security programs for America, 
he added. Distinguished representatives 
of the profession and the business were 
among those who helped formulate the 








have 


Social Security Law in 1935 and have 
advised concerning its administration 
ever since. 


Have Not Always Favored Expansion 

“We have not favored every proposal 
for the expansion of social security. 
Just as the skilled physician knows that 
many medicines improperly administered 
in too large doses will kill rather than 
cure, we who seek soundness in i 

recognize that the social se- 
mechanism can be destroyed by 
irresponsible over-extension and by long 
continued misinterpretation lf our 


people are to be spared the ultimats 


social 
security 


curity 





E. J. FAULKNER 
In King Bill, a Hollow Ring 


disillusionment of a complete breakdown 
of the social benefit structure, we must 
find a remedy promptly for the euphoria 
that is now so wide-spread.” 

Turning to the subject of health in- 
surance for the aged, Mr. Faulkner said, 
“it has been alleged that private health 
insurance and the private practice of 
medicine are not competent to meet the 
need. 

“No one denies that older people are 
disabled more than younger people but 
this does not establish that older people 
are unable, as a class, to meet 
of their health care,” he said. “Evidence 
of their capacities indicates the con 

(Continued on Page 21) 


the costs 





and in claim payments. 


hospital and surgical benefits. 


161 WILLIAM STREET 








INSURANCE BROKERS ALWAYS WELCOME! 


Over the years we have built up a following among metro- 
politan insurance brokers who want “the best” in A. & S. and 
hospitalization coverage for their clients. We aim to please 
them always with prompt service, both in the policy selection 


Why not take a look at our most popular policy, the 
INCOME SECURITY? It will give your clients (1) full 
monthly accident benefits (even for life) for total disability; 
(2) six months’ benefits for partial disability; (3) full sickness 
benefits up to two years with no house confinement, as well as 
sickness benefits, even for life, by rider; and (4) supplemental 


Glad to send you sample policy and rates. 


JAMES R. GARRETT, INC. 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


NEW YORK 38, N. Y. 





REctor 2-4567 








St Happened Last “Week: 


Sloane Sees a New 
Trend Toward Small 
Business Disability 


Stressing the small business disability 
market, Harold N. Sloane, CLU, (Sloane 
\gency, N. Y. C.) told the monthly meet- 
ing of the New York Association of 
Health Underwriters at Archer’s Restau- 
rant that the whole future of the indus- 
try lies in health insurance. Specifically: 
disability insurance for the small busi- 
nessman with 20 employes or less. 

“Many of us impressed,” Mr. 
Sloane declared,” by huge modern offices 


are 


with many employes, but do you ‘realize 
that 57% of all firms in the United States 
employ from one to three people, and 
90% employ less than 20?” 
Mr. Sloane believes many agents and 
brokers “are stupid to go after a dream 
they can't that all 


business 


get.” He asserted 


signs point to the small disa- 


bility market and cited the recently- 
passed New York State Disability Law 
(Ed. Note: 
Effective January 1 all New York employ- 


ers regardless of the number of employes 


as indicative of a trend. 


will be required to carry workmen's 
men’s compensation insurance and dis- 
ability benefits insurance.) 

“Are we going to use this law to our 
advantage?” Mr. Sloane asked. “As you 
can see disability is getting to be a prob- 
lem, the public is becoming more aware 
of it. Have we got answers for this 
problem ?” 

In selling disability insurance to small 
employers, Mr. Sloane stated, “You have 
to get excited. You have to get the pros- 
pect excited and unsettled. You have to 
remember that a person will protect that 
which he owns 

“Ask him if he has a plan for his em- 
ployes and remind him that his employes, 





Old Republic Insurance Co. 
Acquires Chicago Company 


Motorist Beneficial Insurance Co. of 
Chicago has been acquired by Old Re- 
public Insurance Co., Greensburg, Pa., 
it has been announced. 

Operations of Motorists Beneficial, 
which heretofore have been confined to 
the writing of accident and_ sickness 
lines, will be ‘expanded to cover other 
casualty coverages. It will operate as a 
wholly-owned subsidiary of Old Repub- 
lic and its capital structure will be in- 
creased to enable the expanded opera- 


mons. 


The following new officers were elected 
to Motorist Beneficial management: 
James H. Jarrell, chairman of the board; 
William R. Stover, president; Dee E. 
Miller, senior vice president and treas- 
urer; J. Russell Freeman, and Charles 
S. Wilkes, vice presidents; and F. 
Vernon Rosenthal, secretary. All of the 
new officers serve in management posi- 
tions with Old Republic and its affiliate 
Old Republic Life. Mr. Rosenthal, be- 
fore joining Old Republic early this 
year, was assistant director of insur- 
ince for the Illinois State Insurance 
Department. 


Plans also will be initiated to expand 
Motorist Beneficial’s operations into new 
states. The company’s home office will 
be moved to the Old Republic Build- 
ing in Chicago. 





HAROLD N. SLOANE, CLU 
Will it be Touché, or Passe 


whether they be one, two or 20 in num- 
ber, will work harder with the knowledge 
they have salary continuation in case 
something happens.” Said Mr. Sloane: 

“Our problem is that we talk words, not 
people. We don’t think of the little man. 
Maybe the Russian ‘revolution was a good 
thing. At least it started us thinking 
about the obligations we in the United 
States owe the little man.” 

The key to disability insurance, Mr. 
Sloane opined, is how to prove a partner 
is disabled. He believes that if the in- 
surance company will waive the premium, 
“it’s proof enough.” He tells companies 
to put the waiver clause in the policy. 

“Attitude,” concluded Mr. Sloane, “is 
most important. In this business we 
can’t be pessimists. When I was on the 
fencing team in college we had two 
words, touché (he pointed to his chest) 
or passé (Mr. Sloane made a brushing 
motion at his shoulder). When you go 
in to make a sale, which will it be, 


touché or passé? 


Ribicoff Makes Pitch for 
JFK’s Domestic Legislation 


“The society, the state, the economy 
exist for people. We are concerned with 
the dignity of the human being. We be- 
lieve that compassion is a virtue of gov- 
ernments as well as individuals.” 

The speaker? Who else but Abraham 
A. Ribicoff, H.E.W. Secretary at the 
opening of the National Con- 
ference on the Church and Social Wel- 
fare in Cleveland ? 


second 


that the Ad- 
ministration intends to find solutions to 


Telling church leaders 


the country’s welfare problems, the 
Secretary’s address was in essence, the 
first of many attempts to soften antic- 
ipated opposition to the Administra- 
tion’s impending domestic legislation. In 
particular the King bill. 


With the that the country 
“is just drifting in the field of welfare,” 
Mr. Ribicoff declared: “Public 
must be more than a salvage operation, 
and it must not be confined to picking 
up the debris from the wreckage of 
human lives. Its ever-growing emphasis 
should be on rehabilitation and preven- 
tion.” The Secretary, of course, neglected 
to add, “through Government regula- 
tion.” 


assertion 


welfare 
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‘Must Show Hospitals We Can Do as 
Good a Job as Blue Cross’— Killion 





“I WAS SURPRISED’—Cornelius O’Sullivan of Guardian Life receives James 
Garrett A. & H. Award from William B. Cornett, A. & H. club president while 
William L. Kick, Aetna Insurance, looks on. Mr. O'Sullivan was top man in the 
School of Insurance’s health insurance course. 


“Representatives of the health insur- 
ance industry must make certain they 
are carrying an image that voluntary 
health insurance best takes care of the 
needs of the American people.” 

So spoke Raymond F. Killion, second vice 
president of Metropolitan Life’s personal 
health insurance department, before the 
October meeting of the Accident and 
Health Club of New York. 


During the meeting, Cornelius O’Sul- 
livan, senior claim appraiser for Guard- 
ian Life, received the A. & H. Club’s 
annual James Garrett Award. Mr. O’- 
Sullivan who had the highest health 
insurance grade in the School of Insur- 
ance, received a $25 savings bond, one 
year's free membership in the club and 
a copy of E. J. Faulkner’s book, “Health 
Insurance.” 

“I was surprised and pleased,” Mr. 
O'Sullivan told the club. “I want to thank 
anybody who has had anything to do 
with it.” 


Cites Growth 


Mr. Killion, who is chairman of the 
Health Insurance Council, explained the 
council’s functions and brought out some 
of the problems facing the HIC. He first 
cited the amazing growth of health in- 
surance in the last two decades (“not 
only the number of people now covered 
—132,000,000—but expansion of cover- 
age”). “With this growth,” said he, “we 
had a problem of balancing hospital 
charges. A voice was needed. So, in 
1948 the HIC was born.” 

Calling the HIC “unique,” the speaker 
said it is the only organizaton that has 
the responsibility to represent all lines 
of insurance; i.e, 700 companies and a 
federation of trade associations. 

Mr. Killion stressed the liaison work 
with the American Medical Association, 
centering in the communications com- 
mittee headed by Ardell Everett (vice 
president, The Prudential). Other com- 
mittees closely aligned with the medical 
profession are the hospital relations com- 
mittee headed by Steve Williams, Con- 
necticut General Vice President and the 
allied health service committee, chairman 
of which is Dr. Norvin C. Kiefer, chief 
medical director, Equitable Life. Mr. 
Killion also mentioned the uniform forms 
and the technical advisory committees. 

“A few years ago,” said Mr. Killion, 
“we found we weren’t getting to the 
people at the local level, so we estab- 
lished local committees to deal with 
local hospital and medical societies. This 
state committee program has proved a 
terrific boom! All are active and already 


we have 700 state committee members.” 
Pressure Won’t End With the Aged 

Emphasizing that communication with 
M.D.s and hospitals “is most important,’ 
Mr. Killion pointed to the danger of 
Government intervention in the health 
field and the necessity for an insurance- 
medical profession alliance. “You can be 
sure that pressure from the Federal 
government won’t end with the aged,” 
he added. 

Mr. Killion warned that Blue Cross 
(“a baby of the American Hospital As- 
sociation”) is in many states the favorite 


A. & H. Club, N. Y. Planning 
Old-fashioned Xmas Party 


Plans for an “old-fashioned” Acci- 
dent & Health Club Christmas party are 
underway, Harold Nachmann (Ameri- 
can (Casualty) secretary of the New York 
club announced last week. “The plans 
for the Christmas party,” said Mr. Nach- 
mann, “include entertainment of the fine 
quality which enhance the reputation of 
your club in the past. Ask the old-timers, 
they know.” 

Cost which is expected to approximate 
$10 includes dinner, entertainment and 
prize raffles. Reservations may be se- 
cured from Mr. Nachmann in care of 
American Casualty, 123 William Street, 
New York 38, N. Y. The party, tenta- 
tively scheduled for December 7 at the 
Shelbourne Hotel, will feature William 
Cornett’s films of his recent trip to 
Russia. 

— 

















means of providing hospitalization and 
that it’s “tooling up nationally.’ 

“We ‘are not afraid of competition,” 
he asserted, “but Blue Cross will use 
any means to establish themselves a 
monopoly on hospital expense. We must 
show hospitals that private insurance 
can do as good a job if not a better 
one than Blue Cross.” 

Asking those in attendance to help 
project this image, Mr. Killion admitted 
that while Blue Cross in New York was 
“pushing the insurance industry” it was 
“the best” in the nationwide organiza- 
tion, 

Mr. Killion sees “a real donnybrook” 
in the first six months of 1962 over 
medical care for the aged, but believes 
the Kerr-Mills law is the best solution. 

“Physicians want voluntary health in- 
surance to work,” he concluded, “be- 
cause they also see an impending Gov- 
ernment health scheme like the one in 
Great Britain.” 


IAHU Officers Hold 
Leadership Seminars 


WILL CONCLUDE IN NOVEMBER 


New Official Procedure Manual, Speakers 
Roster, and Publicity Guides are being 
Introduced; Forrest in Charge 
Twenty-eight high-level meetings are 
being held throughout the country to 
instruct top officials of state and local 
affiliates of the International Associa- 
tion of Health Underwriters in leader- 

ship techniques. 

A cadre of moderators comprised of the 
International Association’s officers and 
senior board members is conducting the 
meetings. A new official procedure man- 
ual, speaker roster, and publicity guide 
are being introduced. he meeting 
started late last month and will con- 
clude in mid-November. 

John Forrest, Mutual of Omaha, Akron, 
IAHU vice president and membership 
chairman, is in overall charge of the 
leadership seminar program. He is as- 
sisted by IAHU board chairman F. Ken- 
neth Stoakes, Loyal Protective, Los An- 
geles; IAHU President Paul Klein, Mid 
America, Kansas City; IAHU President 
Elect John Symanitz, Inter-State, Min- 








neapolis; Past IAHU President E. J. 
Coffey, Mutual of Omaha, Portland, 
Ore.; IAHU Alabama zone chairman 


Maurice Ausley, North American Life, 
A. & H., Birmingham; IAHU W ashing- 
ton-Oregon zone chairman Stan Kelley, 
Bankers Life & Casualty; IAHU Illinois 
zone chairman L, J. Lewis, Bankers Life 
& Casualty, Rockford; IAHU Iowa zone 
chairman Andrew Miller Jr., Des Moines 
Casualty, Des Moines; IAHU Indiana 
zone chairman W. Harold Petersen, Un- 
derwriters National Assurance, Indiana- 
polis; IAHU North Dakota zone chair- 
man, C. T. Tollefson, Mutual of Omaha, 
Fargo; IAHU Pennsylv ania zone chair- 
man Fred Van Urk, United of Omaha, 
Philadelphia, and IAHU Wisconsin zone 
chairman Gibson Wright, Wright As- 
sociates, Eau ‘Claire. These men will lead 
one Or more meetings in various parts 
of the country. 

The new procedure manual is edited 
by Oakley Baskin, Mutual of Omaha, 
3uffalo, past IAHU president. It con- 
tains suggestions on membership develp- 
opment, successful meetings, legislative 
activity, record keeping, etc. 

The revised speakers roster is the 
work of Milton “Joe” Josephson, South- 
land Life, Dallas. He contacted several 
hundred widely known sales, motivation- 
al and institutional speakers in bring- 
ing the roster up-to-date. 

Mr. Van Urk authored the publicity 
guide. It tells local and state associa- 
tions how to obtain maximum publicity 
on their projects, meetings and activities. 
Seminar procedure and outline was com- 
piled by Mr. Petersen. He heads the 
association’s education committee. 


Aetna C. & S. Agents Set a 
Record for A. & H. Premiums 


Accident and health insurance with a 
record $896,459 in annualized premium 
was written by agents of Aetna Cas- 
ualty & Surety during its October 13th 
“Big Top” one- day sales promotion. 

The premium volume was up 34% over 
a similar one-day campaign last year. 
A total of 17,230 new applications were 
received during the Hoodoo Day A. & 
H. sales effort, traditionally held on 
Fridays the 13th. 

Aetna Casualty’s Chicago office led 
in premium volume with $55,693, followed 
by Hartford, Des Moines, Buffalo and 
Cleveland. Buffalo was the leading 
producer of applications with 1,337, with 
Des Moines, Hartford and Pittsburgh 
close behind. 

By line, salary budget income protec- 
tion plans accounted for the highest 
premium volume. Non-cancellable and 
guaranteed renewable policies, Major 
Medical plans and the new business 
travel accident plans also made strong 
showings. 











Fleming Will be Featured 
Speaker at HIAA Forum 


Roger Fleming  secretary-treasurer 
and director of the Washington office 
of the American Farm Bureau Federa- 
tion, will be the featured speaker No- 
vember 14 at the Health Insurance As- 
sociation of America’s 1961 Individual 
Insurance Forum. 

Mr. Fleming will speak on “Making the 
Choices that Count” in his address at the 
meeting’s annual luncheon which will be 
presided over by Peter J. Burns, chair- 
man of the HIAA Individual Insurance 
Committee, and second vice president, 
New York Life. The forum will be held 
November 13-15 at the Sheraton Hotel, 


Philadelphia. 
Mr. Fleming, born and raised on an 
Towa livestock farm, joined the Iowa 


Farm Bureau Federation in 1938, and re- 
pnp with the state organization until 
1948 when he became head of the Wash- 
ington office of the American Bureau 


Federation. 

Another prominent speaker at the 
Forum will be Harold J. Cummings, 
president of Minnesota Mutual Life. Mr. 
Cummings will address the gathering of 
insurance executives the morning of No- 
vember 15, just before the meeting is 
adjourned. 

Mr. Cummings will discuss the finan- 
cial hazards facing people and the role 
insurance can play in removing the 
hazards. He is a member of the board of 
the Institute of Life Insurance, the 
Huebner Foundation for Life Insurance 
Education and the Life Underwriter 
Training Council. 


Victims of Euphoria 
(Continued from Page 20) 
trary. In fact many older couples are 
better able to meet these costs than are 
their children who are still raising a 
family and paying off the mortgage. 

“For that minority of older people 
who cannot pay their health care costs, 
in addition to previously established 
assistance media, both public and private, 
we now have the funds made available 
by the Kerr Mills bill, PL 86-778, en- 
acted in 1960. 

“Health care costs have risen but this 
is because of general inflation which has 
increased the cost of nearly everything 
else and because today, thanks to the 
scientific progress of medicine, the qui 1] - 
ity of care is immeasurably better than 
even 20 years ago. 

“To allege that the means of financing 
health care through private insurance do 
not exist is to deny that which is a 
matter of public record. No business has 
achieved a better record than health in- 
surance in moving effectively to meet a 
public need. Private health insurance is 
available and is adequate to finance the 
health care costs of the aged as well as 
other segments of our population. 

“What the proponents of the King- 
Anderson bill and similar measures do 
not like to talk about is the cost of 
their proposals or the inevitable control 
of the practice of medicine with conse- 
quent deterioration in the quality of 
medical service. The proponents of the 
King-Anderson bill (HR 4222) estimated 
its cost at $1 billion per year in its early 
years rising to an eventual annual cost 
of $2% billion per year. Actuarial anal- 
yses made by more objective sources lead 
us to believe that these costs would be 
$2.2 billion in 1963 and $5.4 billion by 


disclaimer in the bill that the 
legislation confers no authorization to 
control the practice of medicine or in- 
terfere in the patient- physician relation- 
ship has a hollow ring in the light of the 
responsibility the bill places on the Sec- 
retary of Health, Education and Welfare 
to establish rules and conditions and 
approve schedules of fees and charges. 
The United States Supreme Court put in 
more elegant language the old maxim 
that ‘He who pays the piper calls the 
tune’ when it decreed that ‘it is hardly 


lack of due process for the government 
to regulate that which it subsidizes’,” he 
concluded. 
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NJAHU Holds Sales Congress 


New Jersey Health Underwriters Hear Mutual of Omaha, 
Assistant V.P. Crozier; Combined of America, V.P. Olson; 


Prudential’s Director of Sales Promotion, Brooks 


By Stoney S. WHIPPLE 


Members of the New Jersey Associa- equipped with slides and projector (sales 
tion of Health Underwriters trooped records like touchdowns are a result of 
siesta kate Dnthrid Tall of Nesares carefully designed plays) jotted down 

¢ i i¢ L Cit al + « s 4 


large notes in capital letters. Scot 
Military Park Hotel last week — some (Crozier, whose job it was to tell agents 
silent, some talking, some calling to why they might not be scoring enough 
friends they had not seen since the last or finding the right openings, looked 
‘ around at the incoming audience and 
smiled broadly from his seat on the 
front row. Jack Olson, W. Clement 
Stone’s missionary for P.M.A. (Positive 
Mental Attitude) sat calmly, legs 
crossed, presumably thinking positively. 

Before the pep talks began, Toast- 
master Richard H. Connolly of Wash- 
ington National, tried a few jokes but 
with little response. A team intent on 
rolling up points in the second half 
; rarely has the patience for humor. By 
getting the time Scot Crozier mounted the 
Brooks, who came rostrum they were ready. 


sales congress. 
it was half time in their never-ending 
contest to secure 
Like football coaches, the 


more apps 
three speak- 
ers watched them file in, trying to size 
up the mood of the crowd, 
judge what to tell them that would send 
them out of the conclave, 


trying to 


their eager- 
ness and confidence recharged. 
The skull 


underway. Ken 


session was late 








FOR YOUR HEALTH—CALL HILL! 
ACCIDENT & HEALTH CENTER FOR BROKERS 


Almost without reservation, we can guarantee placement of any individual, 
group, or special risk case you have, and your business is fully protected. 


WILLIAM J. HILL AGENCY, INC. 


HILL BUILDING 
New York 38, N. Y. 
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SCOT CROZIER 
Looking for Magic, Not Work 


“What is self motivation?” asked Mr. 
Crozier, a vigorous speaker of the Bert 
Parks ilk. “Golly, I don’t know. But 
maybe what we’re looking for is a magic 
way to break sales records instead of 
working hard to do it.” 

After regaling his audience with an 
amusing account of his problems as Mu- 
tual of Omaha training director, Mr. 
Crozier swung into the theme of his talk. 
“How do you adjust to the many ‘No’s’ 
you get everyday?” he asked. “Golly, I 
think if we can adjust to the fact that 
they'll always be many more ‘No’s’ than 
‘Yeses’ we'll be on our way to success. 

“We also have to force ourselves to 
get harder on our prospects, help them 
to make a decision—now. If a doctor 
tells you your appendix is about to 
burst and you need surgery you don’t 
tell him, ‘Well let me go home and talk 


it over with my wife and family, I’ll let 
you know in a few weeks.’ 
“Sincerity,” he said, “is of course 


paramount. But there’s a certain feel- 
ing you have when talking to a prospect, 
you sense a certain line and when you 
know you’ve crossed that line—weli, 
golly, you’re selling!” 

Mr. Crozier believes that stories about 
people told to illustrate a point are most 
effective in an interview. “Every new 
prospect,” he opined, “is a question look- 
ing for an answer.” 

Stressing that money is the difference 
in disability, he declared: “I have seen 
hope in the family of the disabled when 
money is coming in. Without it, there 
is despair. Yours is the only group | 
know who can bring that kind of hope 
into these homes.” 


In AIDA, a Lesson 


Taking over from Mr. Crozier, Mr. 
Brooks through the use of slides showed 
how sales aids get the job done. 

“Gentlemen,” said he, “you remember 
the opera Aida.” The letters AIDA 
flashed on the screen. For a moment in 
the darkened room it could have been 
Michigan State trying to devise a way 
to crack Notre Dame's floating defense. 

“These letters,’ Mr. Brooks 
“are a formula we use at 


asserted, 
Prudential 


‘A’ is for attention. Ask people ques- 
tions, don’t tell them. For instance: 
‘What will you do when your income 


stops ?’ 


““[’ is for interest. Show prospects 
what can happen to them, with figures 
and pictures. Again, ask them a ques- 
tion: “What would serious sickness or 
injury do to you or your family? 

““D’ is for desire. Create it. We make 
them want a Pru plan they can really 
own. ‘A’ is for action. How do we get 
the prospect to move?” he asked. “Why, 
with a promise to pay.’ : 

The next slide showed 
blonde in a bathing suit. There was a 
moment of appreciative silence. “No, 
gentlemen,” Mr. Brooks said, “the most 
important curve is the sales curve. 
Throwing away sales forms is like throw- 
ing away money. 87% of our top pro- 
duction men use sales forms, only 2% 
don’t. Time is your most important 
product and creative sales promotions 


picture of a 





JACK OLSON 


A Winner Never Quits, a Quitter Never 
Wins. 


can get you before more prospects.” He 
showed a picture of an oyster. “You 
have to open many oysters before you 
get a pearl. It’s the same way with 
making a sale,” he said. 

Mr. Brooks stressed the necessity of 
direct mail advertising, and the ad- 
visability of contacting life policyholders 
in an effort to interest them in a health 
insurance policy. He added that sales 
aids increase a person’s receptiveness 
20% and emphasized that a_ prospect 
must be emotionally involved before he 
will buy. 


“Most salesmen,” said Mr. Brooks, 
“talk products instead of benefits. You 
have to use your head to set the pros- 
pect’s emotions on fire. Don’t allow 
doubt to get a foothold. You only fail 
when your heart isn’t in it.” 

The skull session was drawing to a 
close. Coach Brooks folded his notebook 
and stepped down. Coach Olson slowly 
mounted the rostrum. 


Fizzling, not Sizzling 


“How many of you think you're in 
the fizzling 00s, not the sizzling 60s?” 
he asked. The audience was silent. 

“If you’re in this group it’s you I’m 
talking about.” Mr. Olson paused for 
emphasis. “You're the most important 
person that ever lived. At least You 
should think so. Remember, you are 
what you think you are. We are all 
~~ lucts of our thoughts. Attitude makes 

ie difference for success.” 


Explaining the policy of Combined In- 
surance of America, Mr. Olson said they 
stressed P.M.A. “If you think pi isitively, 
you can’t be thinking negatively,” he 
asserted. “How is your P.M.A.?” 

The speaker then asked members of 
the audience to stand up. “When I ask 
you how your P.M.A. is,” he said. “I 
want you to yell back as loud as you 
can, ‘It’s terrific!’” Mr. Olson asked and 
the audienc e yelled. “Ah, come on,” said 
Mr. Olson, “the life underwriters (meet- 
ing in an adjoining room) can’t even 
hear you.” They yelled twice more. Mr. 
Olson was parang to 

“Anyone who has achieved anything,” 
said he, “has been faced with the same 
obstacles you have. They have used 
obstacles as stepping stones. Deep 
down, they all knew they were going to 
succeed.” 

Mr. Olson believes 
“spinning our wheels,” because we have 
not accurately defined our goals and 
ambitions in life. Taking a page from 
“Success Through a Positive Mental 
Attitude,” a book-co-authored by W. 
Clement Stone, president of Coinbined, 
Mr. Olson explained how a person can 
turn a disadvantage into an advantage. 
He revealed that the reason for Com- 
bined’s prosperity during the Depression 
of the 1930s was its sales drive to sell 
policies to people not out of work. “Peo- 
ple who were working at that time,” he 
declared, “were basically conservative. 
They were saving their money, not buy- 
ing luxuries.” 

Mr. Olson leaned forward, 
almost confidentially into the 
phone. . “We 


many of us are 


speaking 
micro- 
can accomplish anything,” 
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KENNETH L. BROOKS 
Don’t Allow Doubt to Get a Foothold 


he said, “if we just put our minds to it. 
3e willing to burn your bridges behind 
you to get it. If you want success that 
oe you'll get it. But you must plan. 

You have to first break your objectives 
down into small pieces. 

“We have the greatest future in the 
world,” he concluded. “No one can do 
the job you can do and P.M.A. will 
help you do it. But are you ready? 
We'll see when you write the balance 
of the story on accident and health in 
the 60s. Remember: ‘A winner never 
quits, and a quitter never wins.’” 

As they poured out of the Military 
Park into the bright October sunshine, 
they all looked like winners. 


ANGLE HEADS HEALTH SESSION 





Woodmen A. & L. Vice President and 
Actuary to be Chairman at Society 
Of Actuaries Annual Meeting 
John C. Angle, vice president and ac- 
tuary, Woodmen Accident & Life, will 
be chairman of a session on individual 
health insurance, November 14 during 
the Society of Actuaries’ annual meeting 
at The Greenbrier, White Sulphur 

Springs, W. Va. 

The session will cover the following 
four subjects: Individual and family 
Major Medical expense insurance; mor- 
bidity statistics; health benefits for per- 
sons 65 and older, and underwriting 
problems. 

Some of the questions asked and ex- 
plored under the first topic include: 
What morbidity experience has devel- 
oped under individual and family Major 
Medical expense plans? In what respects 
does the experience differ from that un- 
der Group Major Medical expense plans ? 

Also, to what extent have claim costs 
varied by income and residence or medi- 
cal cost area of the insured? What 
steps have been taken to recognize these 
variations? Is there a trend toward 
“inside limits” in individual Major Med- 
ical expense policies for surgeon's fees, 
and for other charges? What other con- 
tract drafting problems have arisen? 

The following three questions will be 
discussed under heath benefits for per- 
sons 65 and older: What special prob- 
lems, if any, have arisen in writing life- 
time guaranteed renewable hospital and 
major medical plans at the older ages? 
To what extent are impairment waiver 
riders appropriate or necessary in un- 
derwriting at these ages? What morbid- 
ity, persistency and expense experience 
has been recorded in issuing health 
benefits at older ages? 


GROUP REPRESENTATIVE 


Arthur N. Severe has been named a 
Group sales representative in Los An- 
geles for General American Life. He 
will be associated with District Group 

Manager Richard C. Mattingley. 





Rochester, N. Y. Blue Shield 
Rate Hike Hearing Nov. 15 


New York Superintendent of Insur- 
ance Thomas Thacher has called a pub- 
lic hearing for Wednesday, November 
15, on an application by Genesee Valley 
Medical Care, Inc. (Rochester, N. Y. 
Blue Shield) for approval of subscriber 
rate revisions that would raise rates on 
its surgical-obstetrical contracts effec- 
tive February 1, 1962. The proposed in- 
creases would add from 68¢ to $1.60 to 
the monthly cost of coverage under these 
contracts. 


This would be the first subscriber rate 


revision by Rochester Blue Shield in 
nearly ten years. The plan proposes at 
the same time to add to its coverage 
of exchange blood transfusions for new- 
born infants, and of several diagnostic 
procedures and treatments. These added 
benefits represent from 1¢ to 9¢ monthly 
of the increases sought. 

No increase in rate is proposed on the 
plan’s “in-hospital medical” or “prolonged 
illness” coverage offered under contract 
“riders,” nor would the rate changes 
affect the relatively small number of ex- 
perience-rated contracts written by the 
plan. 

The hearing, beginning at 10:00 am., 
will ‘be held in the auditorium of the 


“C” NOTE PLAN NOW AVAILABLE 


Security Connecticut Insurance Group 
through its affiliate Dillon-Kuh Agen- 
cy, New York City, has introduced a 
“complete package of accident and travel 
rangi age Known as the “C” Note, 
the plan, entails one application, one pol- 
icy and one annual premium notice. It 
protects clients against loss of income, 
and high medical expenses and a 24- 
hour basis against death or dismember- 
ment while a common carrier passenger. 





Academy of Medicine, 1441 East Avenue, 
Rochester. First Deputy Superintendent 
Samuel C. Cantor will preside. 


For Years He’ll Be Paid 


* Generous commission checks 
today, renewal checks tomorrow, 
that can go on throughout retire- 
ment —and continue to be paid 


VESTED 
RENEWALS 


to survivors. One of many out- 


standing examples of the American agency sys- 


tem at work at Combined. 


As a General Agent you will find a proven sales 
formula for success in Accident And Health at 
Combined — and something more! 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 





Good things happen when you 
represent a Combined Com- 
pany...more agency income 
...-more people employed... 
more community stature for 


your organization. 


Too good to be true? Make us prove it. Write 


today—on your agency letterhead, to: Disability 
Division, Combined Insurance Company of 
America, 5050 Broadway, Chicago 40. 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
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The Albert Conway Dinner 
great night in the 
listinguished career of Albert Conway, 
former Superintendent of Insurance in 
New York State and later chief judge of 
the New York State Court of Appeals. 
It would have been a great night for any 
nota ble citizen. A thousand members of 
the insurance fraternity gathered at the 


October 26 was a 











Hotel Astor (now the Sheraton-Astor) 
ballroom to pay their respects to Judge 
Conway and to observe presentation to 


him of the Gold Medal of the General 
Insurance Brokers Association of New 
York by its president for outstanding 
service to the institution of insurance. 
President of rokers association is 
Charles M in of the Dorfman 
Organization, 1: ohn Str reet, New York 
City. Dinner chair: nan was Cornelius W. 
Haarmann, chief of the executive board 
of the association and vice president of 
Charles W. Benfield, Inc., 130 William 
Street, New York City. Toastmaster of 
the dinner was J. Victor Herd 

An amazing feature of the dinner was 
the fact that three decades have elapsed 
since Judg xe Conway left the post of Super- 
intendent of Insurance to enter the ranks 
of judiciary. Many chief supervisory of- 
icials in insurance have become chairmen 
or presi dents of insurance companies Or OCc- 
positions of prominence 
them has reached cock 
as that of the top rank- 
gift of the 








} 


sition in the 








Selection recipients of the brokers 
association award are recomm<e nded by 
a lvisory committee chairman of whicl 
is J Vic Herd of America Fore all 


of the members bei 
Medal award winners 
award 








winners of th given chronologi- 





Se vnuel 1 R Feller, former Deputy Insur- 
ance Superintendent. 

Joseph J. Magrath, former head of rating 
bureau of the Department and now secre- 
tary of Federal Insurance Co., an affiliate 
of Chubb . Son. 

Frank A. Christensen, 
of America F we, retired. 


former president 





William Leslie, retired, former general 
sor ne r of the National Bureau of Cas- 
ualty Underwriters 

John C. Scott, former president of Na- 


tional ——_ ition of Insurance Agents. 

Wilham McKell, former president of 
American xf Co. 

Ray Murphy, former Iowa Insurance 
/ ymmissioner ond general counsel of As- 

ciation of Casualty and Surety Com- 
panies. 

Percy Chubb, president of Chubb & Son 
and Federal Insurance Co. 

Manning W. Herd, general counsci, 
Hartford Fire Insurance Companies. 

J. Dewey Dorsett, retired, former man- 
wer of Association of Casualty and Surety 
Companies 

James B. Donovan of Watters and Dono- 
van, counsel for a number of insurance in- 
dustry organizations. 

Holgar J. Johnson, president, Institute of 
Life Insurance. 


in Brooklyn. Among his most dramatic 
convictions was that of a bank robber 
who committed three murders. 

Upon leaving the district attorney’s 
office he entered private practice where 
one of his most interesting cases was 
acting as counsel for Enrico Caruso of 


: Metropolitan Opera, most famous tenor 
of his time. The case involved the 
mysterious theft of a box of jewels which 
had been stolen from the sleeping quar- 


ters of the Carusos in a summer home 
at the Hamptons on Long Island. (The 
theft received a great deal of publicity 
but the jewels were never recovered, al- 
though the box containing the valuables 
was recovered.) 

Conway also represented Countess Mil- 
licent Salm in a proceeding which filled 


ee 
tee 
ee 














a daily newspaper columns at the time. 
— He was engaged as counsel for the 
countess by her father, son of Henry 


H. Rogers, a partner of John D. Rocke- 
feller. While practicing law Mr. Con- 
way in 1928 was nominated for Attorney 
General of New York State, but was 
defeated. 
The introduction of Conway to the in- 
tional Board of Fire Underwriters. surance field was when he entered the 
In addition to President Dorfman of cabinet of Governor Franklin D, Roose- 
the host organization giving the dinner, velt as Superintendent of Insurance, a 
speakers were Associate Judge Charles post he held in 1929 and 1930. 
W. Froessel of Court of Appeals and As 
Superintendent of Insurance Thomas jin 
Thacher whose father sat with Judge 
Conway on this court. Also attending 
the dinner were two other members of 
ina of Appeals: Associate Judge John 


Raymond Barry, general counsel, Na- 


Superintendent and as a lawyer 
private practice Conway displayed 
good judgment in the selection of his 
staff and is proud of them, many be- 
coming prominent in later life. Two of 
the men in his law office were appointed 


Van Voorhis and opty” Judge Adrian corporation counsel of New York City 
P. Burke. Summary of Froessel career: by the mayor. They were Dennis M. 
senior assistant district attorney, Justice Hurley and John P. McGrath. Hurley 
of the Supreme Court of State of conducted the Brooklyn investigation of 
New York, Associate Judge of Court ambulance chasers involving some law- 
of Appeals since 1950, chairman of yers, adjusters and others who were 
New York Law School, many import- engaged in collusion to defraud insurance 


ant posts with Boy Scouts of America, 
including member of executive board, 
Greater New York Councils and chair- 
man of regional executive committee for 
New York and New Jersey. 


prominent in the Masons. 


companies. Also, in his law office was 
Edward McLoughlin whom he later ap- 
pointed a Deputy Superintendent of In- 
surance, and who is now general counsel 
He is also of Commercial Union-North British & 
Mercantile group of companies. 


a a 
Rockefeller Conway Tribute 
Governor Rockefeller of New York gave his opinion of Albert Conway in this 


letter to President Dorfman of the General Insurance Brokers read by 
Superintendent Thomas Thacher: 


Association, 


You and your associates are to be a new and 
congratulated upon having selected the 
Honorable Albert Conway as recipient 
of the 1961 Gold Medal Award of the 
General Insurance Brokers’ Association. 


sounder era in insurance 
valuation and investment, and more equi- 
table norms of rating. 

While the benefits of his work as In- 
surance Superintendent have been ac- 
cruing further with every passing year, 


Time has grantec dge Conway the 
| I ted Jud Conway the 
Judge Conway’s career on the bench has 


favor, as it does to a few distinguished 


leaders, of seeing his own work become added further luster to his record of 
historv. More than thirty vears have service. This career culminated, as we 
passed since the recipient of this year’s ll know, in his serving New York as 
Gold Medal of the General Insurance Chief Justice of the Court of Appeals 
Brokers’ Association gave his name, as until his retirement two years ago. 

Superintendent of Insurance, to the Our debt to this serenely durable 
“Conway Amendments” to New York’s senior gentleman grows greater. Those 


Insurance Law. of us who have been privileged to know 
the State’s him join most heartily in the fitting 
insurers and the people whom they tribute paid to him on this occasion. 

insure have been well safeguarded by 
those wise provisions. They introduced 


Since those depression days, 


My best wishes to all present for an 
enjoyable evening. 
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Judge Conway lives in Brooklyn near Two other Deputy Superintendents 
Prospect Park. He was graduated from in the Conway regime at the State In- 
F rdham Law School in 1911. Admitted surance Department were Joseph G. Bill, 
to the bar in 1910 he entered public life now assistant general manager of Inland 
in 1913 as assistant district attorney of Marine Underwriters Association and of 
Kings County (Brooklyn) and continued Inland Marine Insurance Bureau; and 
in that post until 1920 .He also found Charles J. Mylod, now president of the 
time to teach in 1918 and 1919 when he Goelet Estate, one of the oldest and largest 
was a professor of equity jurisprudence in New York City. Counsel of the De- 
at St. Lawrence University and Brooklyn partment under Conway was Charles P. 
Law School. There were about as many’ Butler, now general counsel of Inter- 
gangs of criminals then as there are now’ Regional Insurance ‘Conference. An- 
and ar nong his experiences in the district other Department appointment by Con- 
attorney’s office was spending a year way was that of Joseph J. Magrath, sec- 
and a half in the homicide bureau where retary of Federal Insurance Co. 
he prosecuted some dramatic murder As Superintendent of Insurance Mr. 
cases. Veteran members of the Brook- Conway took office in an unusually in- 
lyn bar say that he obtained more teresting period as there were many 
murder confessions than was the record companies in Liquidation Bureau of the 
of any other similar prosecuting officer Department. Among other problems be- 





JUDGE 


ALBERT CONWAY 


ing those in connection with assets of 
Russian insurance companies which had 
been operating in this country and were 
victims of the Russian Revolution. Into 
his custody at one time were $5 million 
dollars of Russian assets. The Conway 
amendments to the New York State in- 
surance code, referred to by Governor 
Rockefeller in his letter to President 
Dorfman of the General Insurance Bro- 
kers Association and read at the dinner, 
helped put the life insurance business 
on a firmer basis. In hearings in con- 
nection with the proposed legislation 
Superintendent Conway had the advice 
of half a dozen of America’s leading 
actuaries including Robert Henderson, 
Equitable Society; M. Albert Linton, 
Provident Mutual Life, and James M. 
Craig of Metropolitan Life. 


It was while serving as Insurance 
Superintendent that Mr. Conway entered 
the judiciary. Leaders of the bar were 
looking for an outstanding young lawyer 
to strengthen the Kings County bench 
and this resulted in ‘Conway’s appoint- 
ment as County Judge of Kings County 
by Governor Roosevelt and he was 
elected to that office in 1930. In the 
following year he was elected a justice 
of the New York Supreme Court after 
being nominated by both political parties. 
His jurisdiction was over the following 
counties: Kings, Queens, Nassau, Suffolk 
and Richmond (Staten Island.) He was 
assigned to the Appellate Term of 
Supreme Court in October, 1937. 


An important development in his career 
was in 1939 when Governor Herbert 
Lehman assigned him to preside over an 
extraordinary term of Supreme Court for 
Erie County involving municipal affairs 
in Buffalo. The inv estigation was in 
connection with charges of municipal 
corruption in Buffalo and he was in that 
city more than a year. He was sitting in 
the Buffalo Club when Gov. Lehman 
called him to the phone and said: “AI- 
bert, I would like to see you at my home 


at 820 Park Avenue, New York City, 
tomorrow morning.” There the Gov- 
ernor said the next morning: “How 


would you like to be on the Court of 
Appeals?” Conway’s response: “I would 
like it very much.” 


He was appointed by the Governor in 
January, 1940 and in the same year was 
elected to the post after nomination by 
both major political parties. He served 
for 14 years and in 1954 was elected 
chief judge of the Court of Appeals, 
after his nomination by both major 
political parties. In 1955 he became a 
member of the organization of chief 
justices of 48 states and in 1959 was 
elected chairman of the organization, At 
the time he entered the chief justices 
organization there were 48 states hav- 
ing membership. While the organization 
was meeting in Miami Beach a telegram 


(Continued on Page 32) 











Sree eo 














October 30, 1961 





The Eastern Underwriter 


Page 25 














N. Y-. Agents Garden City Meeting 


Agents were advised that continued 
adherence to the principle of “prior ap- 
proval” in rate regulation by state In- 
surance Departments “has been no deter- 
rent to commission adjustments in lines 
which need it” when John A. North, 
chairman of the board of the Phoenix 
of Hartford Companies and president 
of the National Board of Fire Under- 
writers, addressed the 12th annual down- 
state regional meeting of the New York 


JOHN 


A. NORTH 


State Association of Insurance Agents 
at the Garden City Hotel in Garden City. 
Well over 600 agents and company rep- 
resentatives attended this ever popular 
yearly gathering. 


Mr. North, who devoted most of his 
address to services of the National 
Board as they aid the public and the in- 
surance industry, prophesied that “prior 
approval will not deter reductions in the 
future if commissions are economically 
unsound. While the commission element 
in the rate was not a part of the con- 
cern of company organizations in ad- 
vocating right of immediate use ‘of rate 
filings’,” it has now been injected into 
the picture by agents in such a way that 
it is apt to blind us all, unnecessarily, 
as to real and important objective. 


Public Will Be Judges 


“The members of the public who buy 
our policies through you will be the 
judges of our business. You can make 
your own appraisal as to their selection 
in recent years of policies written on a 
price basis which minimizes commission 
cost as part of net premium cost. 
“We, in the National Board, are not 
going to determine this matter finally. 


You, on the other hand, may prevent a 
change in the law, but you will not de- 
cide where John Doe buys his insur- 
ance. The laws of economics are bigger 
than both of us. To survive, we must 
have adequate rates unaffected by po- 
litical stalling and competitive prices 
which can be justifiably defended in the 
public mind. 

“Remember, the American public to- 


day buys with more regard to price than 
to either quality or performance, par- 
ticularly _— they are virtually re- 
quired by law to buy as in the case of 
automobile insurance,” Mr. North 
stressed. “I think the National Board 
is acting constructively and in character 


facts and deter- 
economic soundness 


when it appraises the 
mines a course of 
on behalf of its members. 

“The underwriting experience of the 
more recent years in our business is well 
known to you. After taxes, fees, and 
commissions, we have about 12 or 13 
cents left of the premium dollar to pay 
all other expenses including assessments 
similar to that of the National Board 
of Fire Underwriters. Studies and a care- 





RAYMOND A. MUTH 


ful analysis of this internal economic 
problem have brought us to the conclu- 
sion that present rate regulation in most 
states ties our hands both competitively 
and for securing adequate as well 
reasonable rates. 


Backs File and Use Plan 


“The ‘prior approval’ requirement 
seems to work against bureau companies, 
gives impetus to independent filings and 
deviations, and imposes a strain on the 
political aspect involved when an of- 
ficial approves a rate increase. We have 
joined with the Association of Casualty 
and Surety Companies and the Inland 
Marine Underwriters Association in ad- 
vocating the elimination of this handicap 


as 


and have renewed our advocacy of the 
right of immediate use in rate filings, 
just as we did in 1946-48 when the All- 


Industry type of legislation was being 


developed. 

“We didn’t get our way then, and it 
has cost us a tidy sum since. Agency 
groups have been outspoken against this 
traditional stand, fearing, I believe, that 
it would result in wholesale commission 
reductions.” 

The Garden City meeting was spon- 
sored jointly by the New York State 
Association and the Suburban New York 
Association. William J. Blum and Lionel 
M. Goldberg served ‘as co-chairmen with 
President Kenneth Metz of the Subur- 
ban Association and Regional Vice Pres- 
ident Ben Hemley of the state associa- 
tions welcoming agents to the morning 
and afternoon sessions. Mr. Goldberg 
also served as moderator at a panel dis- 
cussion on the safe driver plan in New 
York. 

President Muth Reports 


President Raymond A. Muth of the 
state association revealed that the or- 
ganization has 2,131 members and that 






Mr. Hemley is heading up a drive to 
bring the total up to 2,500 members within 
the year. Discussing various aspects of 
merchandising Mr. Muth told the agents 
that “direct billing is one of the salva- 
tions offered to us. It is not my intention 
to get into a discussion of this contro- 
versial subject. Simply let me state that 
the position of your state association 
and your National Association is in op- 
position to it. At the same time it is 
recognized that inthe last analysis its 
acceptance or rejection will be decided 
by the individual agent; however, it has 
been my experience and the experience 
of many who have had any association 
with it that direct billing creates more 
problems than it solves. 

“T would point out that in many areas 
of the state the new Safe Driver Plan 
is a most competitive tool. It can be 
used to take business from the direct 
writers. It is a sales tool. Company rec- 
ords, as yet, do not show that it is be- 
ing used anywhere near its potential. 


Agent-Company Relations 


“On agent-company relations, this ad- 
ministration hopes for continuing re- 
warding efforts in this area. Your liai- 
son committee has done excellent work 
in the past in meeting with companies, 


rating bureaus and the Insurance De- 
partment and further progress is an- 
ticipated under the chairmanship of Bob 
Douglass. 

“In the general area of agent-com- 


pany relations, there is a wealth of good 
intentions but still a great lack of com- 
munications and understanding. Both we 
and our principals agree that the great- 
est need is for more intelligent cooper- 
ation and working together on the prob- 
lems of the industry, but it is in the 
area of specific application that the co- 
operative spirit breaks down. Pre-de- 
termined positions without previous dis- 
cussion between the principal parties 
concerned lead inevitably to an impasse 
of misunderstanding. Through our liaison 
committee we actively promote and will- 
ingly accept discussion in all areas.” 


Schwab on Barrett-Russo Law 


Past President Arthur L. Schwab and 
present legislative representative stressed 
the Freedom of Contract law which will 
expire next April 1 unless repassed by 
the New York legislature at Albany. 
Stating that there has been confusion 
over the meaning of this amendment to 
the rating law he said: 





“The amendment consists of exactly 
13 words. In the section of the rating 
law which mandates what factors shall 
be considered in rate making, the amend- 
ment has added that consideration shall 
be given ‘to commissions paid during the 
most recent annual period in this state.’ 
That is the meat of the amendment and 
consists of 12 words. Not to interfere 
with company expenses but in order to 
make sure that the commission portion 
of the rate is — from other ex- 
penses, the word ‘other’ is inserted in 
the next phrase which had previously 
read ‘to past and prospective expenses’ 
and now reads ‘to past and prospective 
other expenses.’ 

“That is very simple and concise and 
indicates forthrightly that the commis- 
sions which you have negotiated with 
your companies on a private contractual 
basis must be recognized when a com- 
pany or group of companies file a rate 
for.future use. Therefore the termin- 
ology, ‘Freedom of Contract’ is proper 
because the law upholds the integrity 
of your individual commission arrange- 
ments with your companies. 


New New Homeowners 


“Certain filings have been in effect 
in other parts of the country which 
have struck a serious blow at the income 
of agents and brokers but these could 
not be approved in New York under 
similar form because of Freedom of 
Contract. The most important of these 
is, of course, the new, new Homeowners 
policy. A typical example of what has 
happened in other states under the new, 
new homeowners filing is to reduce a 
$250 three year premium at 25% to $19 








20%. This means a dollar 
cut from $62.50 to $38.00 or a 39.2% 
reduction in gross income to the agent. 

“At the same time, the income to the 
company has been reduced by a matter 


premium at 


of 18.9% and that rec duction’ has made 
the company so selective that in some 
areas it is as difficult to place a home- 


owners as it was to place a 2C auto risk 
in the Borough of Manhattan a couple 
of years ago. 

“One filing which was disapprov ed and 


which got considerable notoriety and 
which some agents have indicated that 
they want as a competitive tool was the 
Public and Instit utional Property Pol- 
icy. I state emphatically that regardless 
of Freedom of Contract, that: particular 
filing could never have been approved 


in the manner in which it was presented 


for approval because it violated every 
rating principle, not just Freedom of 
Contract. Your association has made re- 
peated offers officially to the New York 
Fire Insurance Rating Organization 


pledging support in assisting in putting 


that filing in proper form so that it will 
meet the requirements of the New York 
State Law,” Mr. Schwab stated 

State Fund Study Proposal 





iard, frustrating years of 


rrive at 


“After long, 


trying to a some senatble ap- 
proach in which the State of New ¥ rk 
would compete with its tax paying in 
surance carriers and agents on an even 
footing, it has become abundantly cleat 
that the only way that an effective 


amendment to the law can be obtained 





is through a legislative study of the 
entire operation of the State Insurance 
Fund. At the present time, even the 
smallest change in the law is met by the 





State 





Fund, on an emotional basis tha 
makes it very difficult for the legisla 
ture to “eae calmly on any of these 
prop sals. We believe that this is the 
year that a State Fund St tudy could be 
started we could have 100% of your 

and the cooperation of the 





industry 
Bateman on Public Relations 

General Manager J. Carroll 
of the Insurance Information Institute, 
discussed various aspects of public re- 
lations from the standpoint of “What 
the Public Wants.” 

“Much has happened at 
last year,” he observed. es have a 
fine staff that has worked hard, and we 
have had our successes and our failures. 
I believe we can say that we have won 
recognition from newspaper and mag- 
azine people, and from other media, as 
an authoritative news and in- 
formation. To counter unfavorable pub- 
licity about insurance we have adopted 
the positive approach of creating a sey 
of helpful publicity. I use the word ‘help- 
ful’ with special intent, for I mean that 
this information has been helpful to the 
public as well as to our business. If it did 
not have this public service purpose, it 
would not gain wide acceptance 
from the media. 

“In the publicity area, we have co- 
operated with the National Association 
of Insurance Agents in producing and 
distributing a public service news column 
which local boards or individual agents 
can place in their local newspapers. 
Right here on Long Island, this column 
is being used by the Farmingdale ‘Post,’ 
as the result of the efforts of Murray 
Tuck of Farmingdale; by the Far Rock- 
away ‘Journal’ through the efforts of 
Samuel Roberts of the Spitzer-Roberts 
Agency at Woodmere; by the Baldwin 
‘Citizen,’ as the result of the efforts of 
Frank Cohen, of the David Pike Agency 
there, and by the Long Island ‘News and 
Owl’ at Rockville Centre, through the 
efforts of Charles V. Day. The column 
also appears in the Nyack ‘Journal- 
News,’ through the efforts of Donald F 
Liebert, at Nyack. 

“However, 
have not 
alone. We 
tional and 
terials for 
materials, 


Bateman 


LI... in this 


source ol! 


such 


our efforts in the last year 
been confined to publicity 
have also produced educa 
informational literature, ma 
speakers’ bureaus, exhib: 
and teaching aids for edu 
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Nichols Sees Insurance Helping To 


Bring Better Life to Latin America 


In his keynote address to the Eighth 

Insurance 
James O. Nichols, president 
As- 


decade ahead. 


Hemispheric Conference in 


Lima, Peru, 
of the American Foreign Insurance 


sociation, the 





sp ke on 
Mr. Nichols was the leader of the United 


States delegation, which consisted of 


about 35 insurance executives from all 


parts of the country. Stressing the need 
two-thirds 
now badly 
stated that 


to remedy such 


for a life for nearly 
of the people of the world 
housed and ill-nourished he 


within “our 


conditions.” 


means 





satisfy human desires 
countries. 
“Probably not since the 


been such strides 
history than the 


there 
man 


taken at Punta del Este. 
executed by which the 
tries guaranteed that 


other people of 
have economic freedom. 
American republics have 


French 
‘Declaration of the Rights of Man’ 
forward 
action 


of this continent a better life. 
Plans For Next Decade 
“During 


and needs in all 


the next decade it is proposed 


1789 
have 
in hu- 
recently 
A charter was 
signatory 
their people and 
this Hemisphere 
Together, 
embarked 
a massive effort to bring to the people 


coun 


shail 
the 
on 




















the leaders of the world. said Mr. ‘0 expend one hundred billions of dollars 
a ee ae ee | ae to satisfy man’s desires for, among other 
ae — Baas - , Ss, NOS- things, work, home and land, health 
pitals and schools, and for modern farm- and schools, to be expended in numerous 
ing equipment, the billions of wealth ways for reaffir rming the dignity of the 
which are expended in a single year in individual which is the foundation of our 
rms and armaments by the nations of “Vilization, to increase the average in- 
= sare ha ee vs Ae “ms ©" ome as quickly as possible, to carry out 
the earth, it would be possible to provide jousing programs, agrarian reform, to 
shelter and nourishment that would promote an equitable system of property, 
va) 
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Pach Bros. 


JAMES O. NICHOLS 


to wipe out illiteracy, to press forward 
with programs of health and sanitation, 
to ensure workers fair wages and satisfac- 
tory working conditions, to reform tax laws, 
to promote savings and investment and 
reinvestment of capital, to foster sound 
mental and physical conditions that will 


maintain the producing power of the 
many, and to stimulate private enter- 
prise. 


“The charter expressed the conviction 


of the nations of Latin America that 
these profound economic, social and 
cultural changes can come ‘about only 
through the self-help efforts of each 
country. 

“How can the insurance’ industry 
share in this program?” Mr. Nichols 
asked. “The countries of Latin America 


will formulate comprehensive and well- 
coordinated national programs for the 
development of their own economies as 
the contribution of each one to the Al- 
liance for Progress. I do not believe 
that any other industry can produce 
more men possessing better minds or 
broader vision than the insurance in- 
dustry. 

“Our industry will bring forward men 
of ideas and ideals who will play a 
leading part in formulating the program 
in their own countries. No industry has 
given more thought to how human life 
can be cared for. No industry has given 
more thought to the safeguarding of 
property, to the accumulation of savings 
and their wise investment for the bene- 
fit of the policyholder and the nation. 

“Think of what can be done if the 
executives of the insurance industry in 
the charter countries devote themselves 
to the working out of a common formula 
that could be applied in whole or in part 


to all of the nations involved in ‘this 
noble effort—it would undoubtedly be 
a formula that would become a sub- 


stantial part of each country’s program. 
-“We are being urged to enlist in a 
noble cause. I am proud that I am part 
of a great industry that can be counted 
upon to help build a better and a finer 
world.” 


Reinensance Brokerage 


Firm Formed in Dallas 
Consultants & Intermediaries, 
national reinsurance brokerage, 
ant and management 
been formed in Dallas, Texas, — by 
Ray kK. Davis, president, and P. L. Has- 
singer, vice president and sec si on Both 


Inc., a 
consult- 
organization, has 


Mr. Davis and Mr. Hassinger have had 
many years experience in both direct 
and reinsurance fields. 

Consultants & Intermediaries main- 


tain world-wide markets for placing re- 
insurance treaties and also offer con- 
sultation services covering all phases of 
insurance company operations. 

In addition, as manager of the C. & I. 
Facultative Reinsurance Pool, Consult- 
ants & Intermediaries provides faculta- 
tive capacity to companies and general 
agents. C. & 1. has binding authority 
in admitted markets for fire and allied 
lines, inland marine and automobile 
phy sical damage, with sizeable capacity 
on better classes of risks. 


North America Elects 
Five Asst. Secretaries 


SUMMARY OF CAREERS GIVEN 


Lyman J. Baldwin, S Stanley W. Allen, 
John C. Beecher, Milos R. Knorr, 
Leonard M. Campbell Advanced 


The Insurance Company of North 
America has elected five men to the 
office of assistant secretary. They are, 
Lyman J. Baldwin, Stanley W. Allen, 
John C. Beecher, Milos R. Knorr and 
Leonard M. Campbell. 

Mr. Baldwin joined INA in 1951 at 
the company’s Cleveland service office 
He became a supervising underwriter 
in 1954 and in 1956 was named assistant 
manager of that office. In 1957 he was 
transferred to INA headquarters at 
Philadelphia as assistant superintendent, 
compensation and liability department, 
Two years later he became superintend- 
ent of that department. 

A graduate of Teachers College of 
Connecticut, New Britain, Mr. Baldwin 
also attended Western Reserve Graduate 
School, Cleveland. He served with the 
U. S. Army during World War II and 
the Korean War. 


Allen and Beecher 


Mr. Allen joined INA in 1946. After 
an initial training period he became a 
special agent at INA’s New England 
office. He served there as a supervising 
examiner, and was appointed office man- 
ager in 1954. That same year he returned 
to INA headquarters and joined the staff 
of the treaty reinsurance department. 
In 1957 he became supervisor. He is a 
graduate of Brown University, Provi- 
dence. 

Mr. Beecher joined IN 
superintendent, casualty claim depart- 
ment, in Frankfurt, Germany. In 1950 
he assumed duties as supervisor, casu- 
alty claims in New York City, and 
Hempstead, N. Y. He became super- 
visor, treaty reinsurance in 1958 and 
was appointed manager in 1960. He at- 
tended Harvard University and Swarth- 
more College. 


Knorr and Campbell 

Mr. Knorr joined INA in 1956 as a 
member of the treaty reinsurance de- 
partment. In 1959 and 1960 Mr. Knorr 
served as acting manager, treaty re- 
insurance operations, at INA’s Euro- 
pean head office, The Hague. He is now 
in the company’s Philadelphia office. 


VA in 1950 as a 


Mr. Knorr was graduated from the 
Czechoslovakia Military Academy, Hra- 
nice, CSR, in 1938. In 1947 he was grad- 


uated from the War (College, Prague. 
He was commissioned lieutenant cavalry 
in the Czechoslovakian Army in 1938. 
During World War II he served with 
the French and British Armies. He was 
decorated with the Czech War Cross 
and was awarded M.B.E. (Order of the 
3ritish Empire.) 

Mr. Campbell joined INA in 1957 as 
casualty manager of head office for 
Europe, The Hague. In 1960 he be- 
came a deputy underwriter, international 
department. A graduate of Brown Uni- 
versity, 1940, Mr. Campbell is currently 
a lieutenant colonel in the U. S. Army 
Reserve. 


Declares Big Companies 
Must be Good Citizens 


The importance of large corporations 


being ‘ re citizens” was pointed out 
by A. B. Jackson, president of the St. 
Paul Fire & Marine Insurance Co., in 


a statement citing his company’s interest 
in making the United Fund solicitation 
a success. The St. Paul Fire & Marine 
is listed as one of the large contributors 
to the fund. 

“We have a special feeling about the 
United Fund and its great value to the 
community,” said Mr. Jackson. “No in- 
dustry can be great unless it measures 
up to all the requirements of good 
citizenship and our company wants to 
earn and deserve the right to call itself 
a good citizen.” 
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WE INSURE THE PRICELESS, TOO! 


At last, one of the world’s rarest collections of art Companies provided the competent underwriting 

treasures was together under one roof. Behind the personnel and insurance protection essential to the 

opening of the National Gallery of Art in Washing- successful completion of the project. 

ton, D.C., lay many years of intensive planning... The entire insurance program was designed and 

huge expenditures. sold by Independent Agents, typical of the outstand- 
During this period, National Union Insurance ing professionals who represent National Union. 


National Union Insurance Companies 
Pittsburgh, Pa. 
Casualty - Fire - Inland Marine . Ocean Marine 
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Garden City Meeting 


(Continued from Page 25) 


cators. Most of these items also are 
available free of charge to producers 
and their organizations 

“By now, I feel, ILI. has become an 
effective force for educating the public 
about our business. But we are not 
content to rest on this; soon we shail 
add an educator to our staff to develop 
an intensive program of cooperation 
with schools and colleges ; and next year 
we anticipate getting into the business 
of producing motion pictures about the 
property and casualty business. 


1.1.1. Cannot Do Job Alone 


“IT should like to warn against the 
tendency to assume that, since the LI.I. 
has been established and is now an op- 
erating organization, ms public relations 

image of the business rests solely in 
LLI’s hands. Nothing "could be further 
from the truth. The responsibility for 
a good public image for this business 
rests in the hands of everyone who has 
any connection with the business; and, 
because of their personal contact with 
the public, a large share of this respon- 
sibility rests in the hands of the agents 
and brokers. 

“ILI. can develop facts about the 
business for communicating to the pub- 


lic; LI.I. can develop facts about public 
attitudes and communicate these to 
management; III. can develop com- 
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tools, such as printed 
pamphlets, motion pictures and exhibit 
materials; III. can engage in publicity 
through the mass media; LI.I. can help 
correct misconceptions about our busi- 
ness that appear in these media. But 
this is not the whole task, and LILI. will 
never be able to do the whole task. 
“The image of our business is going 
to depend to a great extent upon the 
policies, practices and actions of com- 
panies and of individuals who are con- 
nected with the day-to-day transaction 
of the business. Let no one assume 
otherwise,” Mr. Bateman declared. 


munications 


Danger of Government Insurance 


“Unless we find some way, with our 
system, of providing for the needs of 
the public, the public is going elsewhere 
for the satisfaction of these needs. ‘Else- 

where’ includes those insurance com- 
mtn that market differently than we 
do. : 

‘But, more importantly, and of even 
greater concern, the public may turn to 
government. When this happens, the 
first step is usually undesirable legislation. 
The second step is for the government 
itself (at either state or Federal level) 
actually to go into the business of in- 
surance. Compulsory automobile liabil- 
ity insurance laws are examples of the 
first step; state funds for workmen’s 
compensation coverage are examples of 
the second. But, the trend toward the 
socialization of our business does not 
end with the things, by any means. 

“In Texas, which suffered great dam- 
age from the most recent of the great 
hurricanes, Carla, there has been a 
groundswell of popular demand for gov- 
ernment insurance against floodwater 
damage, and some _ politicians have 
picked up this cry. Certainly, insurance 
companies cannot provide such cover- 
age. 

“This kind of demand has arisen and 
will continue to arise in other fields as 
well. The danger of increased govern- 
ment participation in the insurance 
business is far greater than most of us 
realize. Today, one in every three adult 
Americans feels that it would be a good 
idea for government to sell automobile 
and fire insurance to the public. These 
people believe this would result in a low, 
uniform level of rates; that no one 
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would be discriminated against, and 
that no one would ever have a policy 
cancelled as long as he paid the pre- 
mium.’ 

National Board Services 


In outlining valuable services of the 
National Board of Fire Underwriters 
to the public and to the insurance in- 
dustry President North said: 

“The National Board is one of the 
leaders in the fight against fire and its 
economic wastefulness. Perhaps the 
3oard’s best known activity is in fire 
prevention engineering and fire preven- 
tion education. 

“In its engineering research division, 
the Board is continually seeking answers 
to the hazards of fire. Nuclear energy 
occasioned studies of those peculiar haz- 
ards that might generate fires or ex- 
plosions. The transition from wartime to 
peacetime use required a close examin- 
ation of these technical developments 
which have been passed along to fire 
departments and others, with interest. 

“The engineering staff appraises the 
facts in connection with water supply, 
pressures, flows, reserve supplies, fire 
department efficiency and catastrophe 
potential in the larger cities, and it ad- 
vises or guides the engineers of rating 
associations which handle the smaller 
communities. Of the 466 cities directly 
surveyed by National Board engineers, 
63 were resurveyed last year. On the 
average, a large city is surveyed about 
once every five years. 

‘This work also requires testing, map- 
ping, checking of alarm systems, fire- 
boats, building codes and their enforce- 
ment, locations of fire stations, expanded 
fire limits, congestion, traffic, and many 
conferences with city officials. 

Important Codes 

“Building and electrical codes, fire 
prevention codes, have all been devel- 
oped over the years by this engineering 
work. The total number of adoptions 
of the National Board Building Code is 
now 1,343 and, of the Fire Prevention 
Code, 1,809,” Mr. North continued. 

“The research work of our engineers 
has developed data on ammonium ni- 
trate and evaluated its explosive prop- 
erties for guidance in transit and stor- 
age. This is now included in the Fire 
Prevention Code. 

Extra Hazardous Materials 


“A new development this year is our 
program dealing with highway trans- 
portation of extra hazardous materials. 
This grew out of such explosions as 
the truck disaster in the Holland Tun- 
nel and the Roseburg, Oregon, explosion, 
both within recent memory. 

“For the past few years, we have sup- 
plied material and manpower to assist 
the International Association of Fire 
Chiefs in a program of home inspections. 
Over 60% of the public fire departments 
in the United States are co-operating 
and, in 1960, some 20 million homes were 
inspected by firemen in the interest of 
home fire safety. 

The National Board’s department of 
arson, theft and fraud, was one of the 
Board’s’ first activities and it has con- 
tinued aggressively during all of the 
95 years. The apprehension and convic- 
tion of criminals has saved untold mil- 
lions of losses to both property and life. 
In 1960, there were 661 arrests for arson 
and 251 convictions in which National 
Board agents participated in the in- 
vestigation. 

“It has become increasingly apparent 
that large professional arson rings are 
mobile and move from section to section. 
This has required a ‘flying squadron’ of 
experienced agents to supplement our 
men stationed in a fixed area. 

“On inland marine claims involving 
hijacking, larceny, fraud and theft, 139 
arrests were made in 1960 involving in- 
surance by member companies, and 
$525,000 in recoveries and savings were 
obtained in cases where our agents par- 
ticipated. 

“The loss prevention implications in 
the arson department, while known 
about in a general way, are not appreci- 
ated by the public or the business world 


— 


Fall Conference of NFPA 
In Kansas City This Week 


Several hundred fire safety experts 
from the United States and Canada will 
meet in Kansas City, Mo., at the Fall 
conference of the National Fire Protec- 
tion Association. The conference, to be 
held October 30—November 1 at the 
Hotel President, will cover topics rang- 
ing from ‘the fire aspects of air raid 
shelters to electronic computer fire pro- 
tection. One session will be devoted 
to such fire department questions as 
equipment developments and manpower 
problems. 

Officials of the international non-profit 
fire safety organization, including Loren 
= Bush of San Francisco, president, and 

Seddon Duke of Philadelphia, board 
EF ng will open the conference with 
reports on trends in fire protection. 
NFPA General Manager Percy Bugbee 
will describe current action to meet the 
problem of destructive fire which last 
year killed 11,350 persons and consumed 
more than $1.5 billion in property. 

Morning and afternoon sessions of the 
three-day conference, which is open to 
both members and non-members of the 
association, will treat a wide variety of 
other subjects i in the fire prevention and 
protection fields. 

Arrangements for the conference have 
been handled by a sponsoring committee 
made up of Kansas and Missouri mem- 
bers of the National Fire Protection 
Association. Chairman is Francis Vor- 
nall of R. B. Jones and Sons, Inc., of 
Kansas (City, with Missouri Inspection 
Bureau Superintendent L. S. Ander- 
son serving as vice chairman. 


Sept. Fire Loss Down 6% 


Estimated fire losses in the United 
States during September amounted to 
$76,976,000, the National Board of Fire 
Underwriters reports. This loss repre- 
sents a decrease of 5.9% under losses 
of $81,845,000 reported for September, 
1960, and a decrease of 16% under losses 
of $91, 633,000 for August of this year, 
according to Lewis A. Vincent, NBFU’s 
general manager. 

Losses for the first nine months of 
1961 now total $896,739,000, an increase 
of 8.2% from the first nine months of 


1960, when they amounted to $828,- 
851,000. 


Opens Harrisburg Office; 
A. J. Dawson Special Agent 


Ohio Farmers Companies has opened 
a Harrisburgh service office in Camp 
Hill, Penna., and Andrew J. Dawson has 
been named special agent for the Com- 
panies to work out of this office. He 
will be associated with John Stevenson, 
state agent in eastern Pennsylvania. 

Mr. Dawson comes to Ohio Farmers 
with 13 years’ experience, starting with 
Loyalty Group in Newark in 1948. In 
1951 he joined the Pearl as an under- 
writer. For the past six years he has 
traveled eastern Pennsylvania as a field 
representative. 





WM. J. PALMER IN NEW POST 
William J. Palmer, retired field man- 
ager of the Home, has become assist- 


ant vice president of the Brooklyn 
agency of Rourke & Rourke, Inc., 32 
Court St. President of the agency is 


Albert Sharman, who is also president 
of the Brooklyn Insurance Agents As- 
sociation. 





generally. It is an expensive operation 
but it pays off.” 


Committee on Arrangements 


On the committee arranging the 
Garden City meeting, in addition to Co- 
chairmen Goldberg and Blum were Rose 
V. Sasso of Richmond County, in charge 
of reservations; Louis Spicci, Rockland 
County; William Kleine, Westchester 


County; Calvin Raff, Queens County; 
Thomas Walsh, Richmond County; Eloise 
Nolan, Suffolk County, and Harry F. 
Legg, Suburban New York Association. 
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A. F. Blum and E. A. Toale Speak on 


Automation for Local Agents 


One of the features of the recent con- 
vention of the National Association of 
Insurance Agents at Dallas was the sem- 
inar on automated agency accounting. 
Two speakers, among others, were Eu- 
gene A. Toale of Recording and Statis- 
tical Corporation at New York and Past 
President Arthur F. Blum of the New 
York State Association, at whose agency 
in Rockaway Park, Long Island, an R. 
& S. program was developed. 

“Handling agency accounting by means 
of electronic data processing is no longer 
a thing of the future, it is here to stay,” 
Mr. Toale stressed “It is no longer 


fashionable or feasible to produce the 
records an agent must keep through the 
time consuming process of hand pro- 
duced records. The squeeze of commis- 
sion reductions and increased expenses 





Pach Bros. 
EUGENE A. TOALE 
has made it imperative the thinking 


agent give some thought to handling the 
records necessary in some manner which 
gives speed and accuracy at the same 
time. Automation is the answer to this 
problem. 

“Automation requires attention to de- 
tail, both in the preparation stage and in 
the every day handling of the agency 
operation,” said (Mr. Toale. “The agency 
staff need not be highly trained in the 
intricacies of accounting, but they must 
have a working knowledge of machine 
handling of accounts. Remember, the 
machines cannot really think, in spite of 
what you may have read in some over- 
enthusiastic articles on how machines 
will replace man. This will never hap- 
pen. 

_ “Automation affects the independent 
insurance agent. Independence is vitally 
important to the continuance of the 
American Agency System. Any new 
development which weakens the right of 
the agent to claim independence aims a 
dagger at the heart of the agency sys- 
tem as we know it. Direct billing, which 
is currently being pushed rather hard 
by many companies is such a threat—and 
so is the practice of demanding that 
agencies accept and pay an account cur- 
rent prepared by the insurance company. 


Direct Billing 


“Part of the impetus for direct billing 
approach came from inaccurate and oc- 
casionally illegible reports made by 
agents to companies. Direct billing may 
seem to effect an economy at the incep- 
tion of the policy, but more and more I 
hear agencies and companies complain- 


ing of the difficulties encountered in 
setting up the renewal,” continued Mr. 
Toale. “The agent, for example, does not 
know whether or not the insured has 
paid the renewal prem:um—and, there- 
fore, continued his coverage—until from 
30 to 60 days after the renewal date. 
It is virtually impossible for the agent to 
keep any form of accounting record on 
his business because he does not control 
the premium transmittal, or the account- 
ing speed of the company. This is not 
independence ! 

“The account current should be de- 
veloped in the agent's office and should 
reflect his transactions for the month 
in question. Again, the agent cannot con- 
trol the speed with which the company 
processes his business and to accept the 
company account is to lose control—cer- 


tainly everything eventually comes out 
even—but ‘eventually’ and ‘independent’ 





ARTHUR F. BLUM 


are not Mr. Toale 
stressed, 


Tribute to Arthur Blum 


synonymous !” 


“We have worked closely with your 
association to develop a system of auto- 
mated agency accounting which would 
reflect the best thinking of your com- 
mittee and the best methods of data 
processing which is currently available, 
The experimentation is over, and we 
certainly want to acknowledge the time 
and effort contributed to this program 
by Arthur F. ‘Blum and his agency at 
Rockaway ‘Park, N. Y. 

“The system recognizes the need to 
make it possible for any agency to take 
advantage of technical advance without 
the requirement of highly skilled per- 
sonnel. The invoice is the key and ‘auto- 
mation’ requires only 12 to 15 typewriter 
strokes to develop the required records, 
Cash receipts are reported to us by send- 
ing the accounts receivable copy to our 
office, if paid in full. Partial payments 
are handled on a separate form, with 
provision for recording this payment on 
the accounts receivable copy. 

“Thus, the receivables are not dis- 
turbed until the item is paid in full. Pay- 
ments must be applied to a specific item 
and if you have, as most agents do, ac- 
counts which have never hit a zero bal- 
ance this will ‘be a new experience. 

“Our program produces an itemized 
statement each month for each insured. 
Our customers tell us collections have 
improved. The insureds, seeing their ac- 
count in detail, seem to pay the overall 
balance instead of making a partial re- 
mittance. Again, we cannot guarantee 


(Continued on Page 31) 
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In 1917 a Royal-Globe company had the vision to design and write 


America’s first aviation physical damage policy. 


With today’s U. S. civilian market comprising 111,580 aircraft, 
6,881 airports and 758,368 licensed pilots, Royal-Globe continues 
to lead, as an independent aviation underwriter specializing in 
industrial, business and pleasure aircraft. 


Royal-Globe has aviation special representatives spotted through- 
out the United States, ready to help Royal-Globe agents solicit and 


write aviation insurance. 


Is your “visibility unlimited?” 
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Freedom of Contract Law 


(Continued from Page 1) 


court ruling on either, or both, the de- 
tailed workings of the law and its con- 
stitutionality. 


The Freedom of Contract law is close- 
ly observed in other parts of the country, 
and in New Jersey there is a similar bill 
now before the legislature. In New York 
the law is due to expire in 1962. The 
hearing in New York City was intended 
to give the Condon committee guidance 
on whether it should recommend to the 
legislature that the law be extended. 

While Mr. Johnson spoke against con- 
tinuance of the law, C. Joseph Danahy, 
counsel for the Greater New York In- 
surance Brokers Association, and Arthur 
L. Schwab, legislative representative of 
the New York State Association of In- 
surance Agents, sponsors of the Barrett- 
Russo bill, and Edwin P. Simon of Chi- 
cago, vice president of “the National 
Association of Cas ualty & Surety 
Agents, all testified in favor of reenact- 
ment of the Freedom of Contract law. 

Mr. Johnson told the Condon Com- 
mittee companies oppose the law because 
it does not provide for both past and 
prospective expenses, as do other 
tions of the New York rating law, 
thus an “intolerable ambiguity is 
sible.” He argued that the law is “com- 
pletely unworkable” as it does not apply 
to direct writers whose compensation to 


sec- 
and 
pos- 


“agents” can be altered at will, and 
h ence the stock companies are under 
“terrific competitive handicaps.” Mr. 


Jchnson reiterated his contention this 

law is neither in the public interest nor 

in the long-run interests of agents. 
Asked by a member of the Senate 


Committee favors 


whether he 


acquisi- 


tion costs being placed under control 
of the New York Insurance Department, 
Mr. Johnson declared such would run 


directly contrary to the philosophy of the 
companies and he strongly opposes that 
development as a matter of policy. 


Danahy Testifies 


Mr. Danahy, the first witness, stated 
the Barrett- Russo law has been a suc- 
cess in that it prevents fixing of com- 
missions by companies in concert. He 
holds the law makes for more scientific 
rating by calling for presentation of 
sound statistics and deemphasizing the 
judgment factor, and stated he had not 
heard of any valid objection to further 
favorable action by the legislature on the 
law in 1962. 

Mr. Danahy claimed that average an- 
nual earnings for producers in New York 
is about $3,800 annually and hence they 
should not be proper targets for further 
savings in company expenses. While in- 
surance companies have been doubling 
assets, surplus and stock earnings, in 
many cases, in the last decade, there is 
no justification for further restrictive 
moves against producers, he stated. 

He and Julius Wikler, committee coun- 
sel and former New York Insurance 
Superintendent, frequently clashed on 
whether company investment earnings 
should be included in discussions of in- 
surance rates and commissions and un- 
derwriting results 3ut_ Mr. Danahy 
persisted in not favoring including more 
than a minimum of the judgment factor 
in rate-making so long as overall insur- 
ance company operations are profitable. 


Statement by Schwab 


Mr. Schwab presented a_ lengthy 
7 7 

statement in reasons why New York 

State local agent desire repassage of 
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Then you'd be wise to solve 
your clients’ puzzling life insur- 
ance problems at the Jaffe Life 
Organization, Inc. — one of our 
newer Office divisions. 


PROBLEM CASES KEEPING YOU DOWN? 


Liberal underwriting assures 
your client of realistic considera- 
tion. Substandard cases can be 
rated up to 1,000%. We are fully 
equipped to handle surplus busi- 
ness for full-time life men. 

Our company—Eastern Life 
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the law next year at Albany. He said 
in part: 
“Failure to continue this law, in per- 


manent form we hope, would be an indi- 
cation to the companies that they have 
legislative license to make any manner 
of filings involving prospective changes 
in expenses directed entirely to com- 
missions and thereby ignoring the ‘legal 
right of prior contract existing between 
the agent and the company.’ 

“Failure to continue the Freedom of 
Contract law will mean the effective 
scrapping of all commission agreements 
between producer and company and will 
mean that rate filings will be manipulated 
by the superior economic strength of a 
company or companies through the me- 
dium of a rate filing. 

“If a rate filing which contains pros- 
pective factors is to have any meaning at 
all, those companies or organizations 
filing the rate must have every intention 
of maintaining their expenses at the 
level predicted or the filing is an obvious 


fraud. On the other hand, a rate filing 
whose factors are based on past expe- 
rience would contain no such presump- 
tion. To pick a figure out of a hat which 


bears no relationship to the previous ex- 
penses must mean that the companies 
intend to adjust those expenses in the 


future. Common sense plus the numerous 
public statements of company leaders 
indicate that the only item of expense 


which can be realistically adjusted by the 
comps anies to any significant degree is 
commissions. 

“Therefore, there can be no question 
that any rate filing projecting a lower 
acquisition cost or overall expense factor 
in a rate is directed at the commission 
portion of that rate and must both theo- 
retically and in practice result in a 
change in the commission factor. This 
obviously nullifies the commission agree- 
ments arrived at on a bilateral basis by 
agents and brokers in negotiating with 
their particular companies. 


Objections Answered 


“In your recent report you mentioned 
a number of things which were indicated 
by the opponents of this measure and, 
while we believe that these arguments 
have been amply answered in material 
which we have filed with your com- 
mittee, inasmuch as the committee saw 
fit to list these objections we would like 
to take them and answer them as they 
were presented in your report,” said Mr. 
Schwab. 

“1. The 
parture 


law constitutes a radical de- 
from previously accepted con- 
ccpt of the factors to be considered in 
the rate structure. 

“a. This is not true because pre- 
viously indicated, the last sentence of 
43-1d has long contained a provision for 


as 


past experience only. 
“b. The attorney general’s report in- 
dicates that actual payments to agents 


must be considered in the reasonableness 
of a rate formula. 

“c. As a matter of practical application, 
we know of no filing in the 10 year 
period prior to 1957 which included any- 
thing but past experience for such items 
of expense ‘loss adjustment’, ‘other 
acquisition’, ‘general’, or indeed at that 
time ‘commission and brokerage’ or 
‘acquisition cost.’ Therefore, rather than 
a radical departure, the amendment 
merely clarifies what had been previous 


as 


practice and follows out the attorney 
general's opinion. In our opinion, about 
the only item of expense which could 


possibly lend itself to a perspective ap- 
proach would be the item of taxes and 
fees. 

“d. Commissions are the right of pri- 
vate contract. Therefore, how can any 
rating organization or individual com- 
pany tell in advance how they would be 
able to negotiate commission changes 
with their producers. Any prospective 
approach in this area would violate the 
legal right of prior contract existing be- 
tween producer and company. 


Would Not Freeze Commissions 


The amendment will tend to freeze 
commnissions. 

“a. The language of the amendment 
specifically indicates just the opposite. 
In effect the amendment says to com- 
panies and to agents alike, you are free 


to negotiate your commissions on the 
basis of the economics of the market 
place and need have no fear of pressure 
either way as a result of a rate filing be- 
cause such filing must take into con- 
sideration the results of your negotiated 
commissions,” Mr, Schwab stated. 

“"D. Actual experience since the law 
has been in effect indicates that indi- 
vidual commission changes are being 
effected at approximately the same rate 
as prior to 1957. Therefore, it is obvious 
that the law has not plz aced a freeze on 
commissions. What it has done, how- 
ever, is to completely stop the wholesale 
commission changes which resulted from 
rate filings which changed with the 
acquisition cost factor or the overall 
expense. Obviously the law is per- 
forming its proper function. 

ig Companies have reduced expenses, 
This argument has, of course, no 
aeliag on the amendment which ap- 
plies only to the prior rights of negoti- 
ated contracts. It is interesting, how- 
ever, that the Insurance Department loss 
and expense ratios (auto bodily injury 
liability) indicate that stock company 
aggregate expenses have not gone down 
but have actually gone up. From 1955 to 
1960 general expense rose from 5.3% to 
6.0%. Other acquisition remains the 
same at 5.3 while loss adjustment ex- 
pense went up from 11.2 to 12.4. Overall 
expenses did drop from 43.8 but this was 
because commission and brokerage have 
been forced down by the improper rate 
filings we have referred to. Automobile 
property damage, stock company aggre- 
gates, follow approximately the same 
procedure. 


Income for Agents 


“4. A reduction of the rate of com- 
mission percentagewise does not mean a 
corresponding reduction in income, as- 
suming the volume of business written 
remains constant, in light of the fact 
that premiums have been increasing. 

“a. This is an oft repeated statement 
that does not stand up ir the light of 
mathematics. A very simple mathe- 
matical formula will prove this. Since 
1956, there have been two increases on 
automobile liability approximating 25%. 
Commissions to producers averaged ap- 
proximately 20%. The new filings re- 
sulted in the average producer obtaining 
15%. A $100 premium with a 20% 
rate returned gross income to the pro- 
ducer of $20. All costs studies indicate 
that the principals in any agency or 
brokerage firm would be very lucky to 
get off with 50% of gross income for 
their personal use. Therefore, our pro- 
ducer has $10 from this sale. Fifteen per 
cent of $125 equals $18.75. It is obvious 
that no expense in the brokerage or 
agency firm has similarly reduced 
that now we find that our principal has 
$8.75 for his personal expenses. 

“b. The National Bureau of Casualty 
Underw rite rs released a study some time 
ago which indicated that automobile bod- 
ily injury and property damage rates 
had, over the long period, increased to 
a somewhat lesser degree than had the 
general living cost index. Obviously, 
agents and brokers expenses of doing 
business and personal expenses increased 
and rate increases, rather than putting 
the agent or broker ahead, merely tend 
to keep him abreast of the general cost 
of living increases, and to cite the Na- 
tional Bureau, these rate increases have 
not even done that. 


so 


Homeowners Changes 

“c. This statement has been applied 
only to automobile insurance which has 
generally involved rate increases in the 
past few years. In other states, the so- 
called new, new homeowners has been 
filed which involves both a reduction in 
rate of commission and a reduction in 
premium, We are happy to note that the 
Freedom of Contract law has effectively 
prevented approval of this policy in sim- 
ilar form in this state. Our neighboring 
colleagues have indicated to us that a 
typical situation would be as follows: 

“A three year premium under the 
original homeowners filing developing a 
premium of $250 at 25% commission re- 
turning $62.50 to the producer for 


service for three years on that particular 
(Continued on Page 31) 
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Blum and Toale Talks 


(Continued from Page 29) 


that your insureds will pay items which 
are not even 30 days old, but it does 
happen. 

“The system produces the company ac- 
count current (which is immediately 
responsive to your activity), an aged 
accounts receivable, monthly statements 
for each insured and each sub- producer, 
as well as a transaction journal and a 
listing of all deferred installments. All 
insurance transactions can be fed into 
the system in a simple, understandable 
way.” 

Blum on Widespread Interest 


\rthur F. Blum of Rockaway Park, 
Long Island, N. Y., chairman of the 
automated agency accounting committee 
of NAIA, whose office was utilized as a 
testing ground for the R. & S. automated 
agency program, told the convention that 
“it has been approximately 15 months 

since our preliminary discussion took 
place at our agency concerning the sub- 
ject of automated agency accounting. We 
have come a long way since that day. 
The interest in this project has far ex- 
ceeded our original expectations. In fact, 
many times it has been difficult to keep 
up with the generated enthusiasm. 

“As an example of the interest shown, 
this subject has been featured by the 
following states on their convention pro- 
grams: New York, Pennsylvania, Vir- 
ginia, West Virginia, New Jersey, Flor- 
ida. After this meeting it will be fea- 
tured at Ohio, Tennessee, Louisiana 
State University, Kentucky, California, 
Massachusetts and Rhode Island. We 
lave not mentioned regional meetings 
or local boards, ‘but this does give you 
some idea of the interest that has been 
evidenced.” 

The manual was introduced by slide 
presentation at the Dallas meeting. This 
was followed by a panel discussion. 

“We are proud of our procedural Man- 
ual on Automated Agency Accounting,” 
said Mr. Blum. “It should provide the 
answers for many agents who are inter- 
ested in relieving themselves of the bur- 
dens of routine accounting problems 
within their agencies. More important, 
possibly, is the element of standardiza- 
tion which may follow as more and more 
agents use this system. Judging from 
the letters received to date, the demand 
will be very high for this publication. 

“We will be constantly striving to find 
new ways of improving our present sys- 
tem. We also contemplate investigating 
the aspects and feasibility of the new 
tele-communication system. In other 
words a direct tie-in to the service bu- 
reau which would enable the client to 
immediately record all transactions.” 

Serving with Mr. Blum on the auto- 
mated agency accounting committee have 
been Walter E. North of Bridgeport, 
Conn., and H. M. Farrow, Jr., of Red 

3ank, N, J. 


Freedom of Contract Law 


(Continued from Page 30) 


policy. The new, new homeowners re- 
duced the rate on the same policy to $190 
at 20% commission, leaving the producer 
$38 for the same three year service. 

“This results in a dollar reduction to 
the producer of $24. 50 with the company 
portion of that premium being reduced 
$35.50. It is interesting to note that the 
producer has taken a 39.2% reduction in 
gross income whereas the amount re- 
tained by the company has been reduced 
18.9%. Again we point out that the 
agent or broker has no way of reducing 
his expenses and indeed they have in- 
cues 271%4% since the base of 1947- 


Not in Public Interest 


“Lest the committee think that despite 
economic ruin to the producer, such fil- 
ings are in the public interest because 
they reduce the premium we would like 
to point out that our colleagues also in- 
form us that the companies, desperately 


trying to recoup their 18.9% loss in in- 
come on this policy, have become ex- 
tremely selective. As you have com- 
pleted, just recently, an exhaustive study 
of the market conditions created by this 
super selectivity in the automobile field, 
we don’t have to emphasize that failure 
on the part of many people to find insur- 
ance and creation of an assigned risk 
plan does not result in the ptiblic inter- 
est. 
Public and Institutional Property 

“A recent filing by the New York Fire 
Insurance Rating Organization for pub- 
lic and institutional property has been 
given a considerable amount of publicity 


in the insurance trade press. Blame for 
disapproval of this filing has been laid at 
the door of the Freedom of Contract 
law. 

“This filing was made with a formula 
based on 31.5% expense ratio (excluding 
loss adjustment expense). This compared 
with the companies’ own actual expense 
figures for the previous year of 448 or a 
13.3 differential. No statistics were sub- 
mitted to indicate that this filing had 
any basis in fact and no justification was 
presented for the differential. It is ob- 
vious that this filing violated the Free- 
dom of Contract law but it also violated 
every concept of Article VIII which 


IF 
HE’S 





states that rates must be adequate as 
well as non-excessive and non-discrimin- 
atory. 

“In addition, it specifically violates the 
last sentence of Section 183 1-d. It ap- 
pears obvious that this filing makes a 
complete mockery of so called ‘scientific 
rate making’ and indeed, how could any 
responsible official of an insurance com- 
pany for whom the filing was made de- 
termine whether there was any possi- 
bility of their writing such insurance 


with any hope for a profit to their stock- 

holders if the rating organization is un- 

able or unwilling to furnish data or infor- 
(Continued on Page 37) 
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Agent’s Advertising Will Aid Sales 
But Cannot be Definitely Evaluated 


It is difficult to evaluate correctly the 
effectiveness of insurance advertising 
by an agent for several reasons, in the 
opinion of Archie Slawsby, prominent 
agent of Nashua, N. H., past president 
of the National Association of Insurance 
Agents and winner of an award on ad- 











ver from the Insurance Advertis- 
ng Conference. Mr. Slawsby told mem- 
eTS ) i€ M vlai 1 Association of 
Independent Agents at their convention 
that as insurance sales often involve 


f money they seem 
l effect of ad- 

result of merchan- 
insurance purchases 
hought out, for little 
m impulse. 








‘Our agency has heen advertising what 
we would have to admit ¢ conven- 
tional coverages which we have been 
selling at conventional rates,” sajd Mr 
Slawsby. “We have been trying to 


sell ourselves because we claim that the 
conventional coverages which we sell at 
conventional rates are serviced in an 





unconventional way. By that we mean 
that we service our business better. 
Slawsby Agency Ads 

“Since June, 1960, we have been using 
a two column two inch ad which ap- 
pears each night on the lower left hand 
corner of our daily paper’s front page. 
This ad has worked well generally. Since 
we started this series there have been 
times when we have been ready to give 
up the advertising and the judging of 
the advertising until we came to real- 
ize that many things can modify the 
effectiveness of advertising. I think 
therein lies the point which we want 
to make 

“After we had become established on 
he front page in our four inches wide 





1 

by two inches high format, we discov- 
red that a competitor had taken an ad 
which was 2 inches and 1 inch high to 
advertise insurance at 50% discount. His 
ad also appeared in the lower left hand 
corner of the front page of our news- 
paper. Frequently his ad would appear 
beside ours and sometimes his ad ap- 
peared just above and touching our ad 
‘ith the appearance of the 50% ad 
we found tl 
to inquire 
buy insurance. 





it people were walking in 
yut insurance instead of to 
Their action appeared to 





be bona fide because a great percentage 
of them walked out to continue in their 
quest to find out about auto or home 
insurance! 

“Responsibility for our suddenly di- 


minished percentage of sale closings, we 
were sure, was not due to the ineffective- 
ness of our ad campaign because our 
ads were still being read. We knew 
this to be true, because they were still 
being commented on. The answer was 
that the other ad was making folks 
more price conscious than ever,” he 
stressed, 
Results Analyzed 

“We did change after we analyzed and 
found out that our auto and other cas- 
1alty closing percentages seemed to stay 
1 but our fire and allied closings 
seemed to slough off. We analyzed the 
situation. There didn’t seem to be any 
question but that our ads were as effec- 
tive as ever if we were to judge them 
he number of ‘walk ins’ but the ag- 
ting little ad that had the 50% 
int in it certainly was being read, 
The copy of that other ad never 
changed. It just stayed there with the 
same ‘50% off.’ 





i 





“If one were going to analyze the 
effectiveness of the small ad, which had 
its appeal to the price conscious, one 
could reasonably conclude that here was 
corroboration for the saying that repeti- 
tion is progressively effective. Our con- 
clusion was that it doesn’t take as much 
space to sell price as it does to sell 
quality,” Mr. Slawsby stated. 

“There was another way of analyzing 
the effectiveness of the price ad and 
that was that his repetition was effec- 
tive because he happened to be next 
to an ad which constantly changed and 
which was designed to attract the atten- 
tion of insurance buyers on an intel- 
lectual level. 

“Solution to our problem didn’t seem 
to lie in the area of changing our ads. 
What we did do was to find some way 
to convert a higher percentage of ‘walk 
in’ shoppers into actual customers. 

“We found the answer in the fact that 
we were maintaining the same high per- 
centage of conversions of casualty pros- 
pects into casualty customers, Our chief 
casualty underwriter to whom our cas- 
ualty ‘walk ins’ were being referred, had 
a flair for selling. Selling didn’t happen 
to be one of the strong points of our 
chief fire underwriter to whom the fire 
‘walk ins’ were referred. 

Salesman Always in Office 

“We thereupon rearranged our per- 

sonnel schedule and saw to it that a 


salesman would be in residence in our 
(Continued on Page 33) 


Albert Conway Dinner 


(Continued from Page 24) 


was received by Chairman Conway that 
Alaska had been admitted to the union 
and later Hawaii came in. 

Judge Conway retired from Court of 
Appeals in 1959 when he reached the age 
of 70. The constitution provides that 
when a judge reaches that age he may 
finish out the year. The legislature has 
provided that on arriving at the retire- 
ment age by the Constitution he may 
serve as an official referee of the Court 
of Appeals and in that capacity he may 
again try cases if asked to do so by the 
Court of Appeals or by one of the courts 
of the Appellate Division. 

When Judge Conway became 70 a 
series of dinners were given indicating 
that he was regarded as Brooklyn’s out- 
standing citizen. The first dinner was 
that of the Kings County New York 
Law Alumni Association. Each speaker 
pointed out instances of his considera- 
tion and warmheartedness. Other din- 
ners at the time included those of the 
Brooklyn Bar Association, Bar of City 
of New York; Fordham Law School at 
which event his portrait in oils was 
presented, and dinner of Supreme Court 
Justices. 

Judge Conway is a trustee of Brook- 
lyn Institute of Arts and Sciences and 
Grant Memorial Association and for five 
years was president of Brooklyn Boy 
Scouts and for past 20 years has been 
a member of the Boy Scouts regional 
executive committee of the region con- 
sisting of New York and New Jersey 
He is a member of the Governing com- 
inittee of the Brooklyn Museum and 
formerly was a trustee of Brooklyn Bar 
Association. He belongs to American 
Law Institute, American, New York 
State and Brooklyn bar associations and 
Association of the Bar of New York. 

Mrs. Conway was Alice O’Neill and 
they live at 845 Carroll Street, Brook- 





lyn. His four children are Mrs, Edwin 
M. Jones whose husband is assistant 
general counsel, New York Life; Mrs, 
Edward J. McLaughlin, whose husband 
is an assistant corporation counsel of 
New York City in charge of tax mat- 
ters; Hewitt A. Conway, who is a mem- 
ber of the law firm of Kelley, Drye, 
Newhall & Maginnes, and Mrs. Ralph 
C. Crabill. 


SAYRE AND TOSO, INC. MOVES 

Sayre and Toso, Inc., has moved its 
New York office to 55 John Street. This 
office specializes in ocean marine, sur- 
plus lines and reinsurance. 
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PUMPKINS, PENSIONS, PROFITS 


Last call for 1961 Pensions! Have you been waiting for the just 
right time to see that corporate prospect? It’s here. 


How can we help? Example: 


$1,558 purchase rate per $10 per 


month 10 years certain male 65 on individual policy plans—even better 


on Group permanent. 


You'll find doing Pension business with the Teare Agency profitable 
—no splitting of commissions on individual policy plans. Pleasant, too. 
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Carla Adjustments Show Need For 
“Selling” Assureds on Policy Limits 


Despite determined efforts for many 


years by most property insurance com- 
panies writing extended coverage insur- 
ance to educate the public that the 
windstorm feature of the EC endorse- 
ment does not cover wave wash losses, 
there has been considerable misunder- 
standing in Texas and Louisiana by as- 
sureds who have not collected full claims 
for wave wash damage following Hur- 
ricane Carla. The insurance industry 
has long continued to stress that wave 
wash loss is generally confined to shore 
front, or near shore front property, 
that the hazard is exceptional, that for 
coverage to be granted premiums would 
have to be so high the public would not 
purchase the insurance if availal dle, and 
that for other reasons this type of risk 
is completely uninsurable. Insurance ad- 
justers, however, realize the difficulties 
and suffering of hurricane assureds and 
often are compromising these Carla 
claims, despite policy exclusions. 

Nevertehless, following the widespread 
destruction caused by Hurricane Carla, 
September 10-12, there came attacks 
from politicians in the press that the 
insurance industry was failing to pay 
just claims. These unjustified attacks 
were answered by responsible people and 
some calm has been restored. Yet an 
emotionally ‘aroused public, not fully in- 
formed or just forgetful, despite the 
public relations efforts of the insurance 
industry through producers and com- 
panies, can cause considerable trouble, 
as revealed in extracts of —— sent 
from the hurricane area to the General 
Adjustment Bureau. The GAB, however, 
states that “we are going about our busi- 
ness of adjusting losses on a fair and 
equitable basis and as of October 13, out 
of 53,839 assigned losses, 24,210 or 45.0% 
have been closed and 44,023 or 81.77% 
have been inspected. 

Some extracts from reports from the 
stricken area follow: 


Port Arthur 


“All claims in the wave wash, rising 
water category, have required more time, 
patience, understanding and skill on the 
part of our adjusters. They have taken 
more verbal abuse than would normally 
be encountered on such claims. As of 
October 5, we had received 561 claims 
a rising water and/or wave 
wash, We have closed 218 of these which 
leaves 343 of them open. My adjusters 
feel that at least 78 of these 343 are 
being held open by the insured simply 
to see what, if anything, is done by the 
state government. It is my personal 
opinion that this figure is conservative.” 


Beaumont 

“A considerable number of people have 
apologized for rash statements made by 
public officials, these people being gen- 
erally of ‘a higher class socially and, 
generally, financially above average. 

“The agents as a whole have been 
rather bitter about the publicity and 
sum it up stating that (1) the politicians 
should stick to politics, (2) the state- 
ments by individuals or organizations 
are for ‘vote getting’ purposes, and (3) 
it has only made it difficult for agents, 
adj usters and companies. 

“The adjusters working the beach areas 
are of the opinion that insureds, especial- 
ly on total losses or losses involving 
Water damage, are in moods varying 
from ‘fear that their claim will be 
denied’ to ‘obvious hostility.’ A great 
deal of this is, in their opinion, due to 
publicity. 


“Adverse publicity has slowed our 


normal adjusting operation in general, 
more so in areas involving water dam- 
age.” 

Baytown 

“In those cases where rising water 
and wave action is not a problem, the 
insureds are very critical of the public 
officials because they are of the opinion 
that the officials are trying to gain poli- 
tically from the statements. Generally, 
it has not caused any serious delay in 
these adjustments. 

“Conversely, in areas where wave ac- 
tion and rising water has caused serious 
damage, we ‘are encountering trouble in 
concluding the adjustments. The most 
specific area is in Brownwood and Lake- 
wood developments in Baytown, Texas. 
Although these insureds are generally 
critical of the public officials who are 
responsible for this adverse publicity, 
they are still holding out for some pos- 
sible relief. They tell our adjusters they 
have nothing to lose by waiting for some 
possible development. 


“They are insureds that have above 
average priced homes and are fully 
mortgaged. Some of these insureds will 


be under a severe financial burden for 
many years, even through the rest of 
their life. Therefore, they are grasping 
for anything that might give them some 
hope of recovery under their policies. 
In general, they are adopting a wait and 
see attitude.” 
Lake Charles, La. 

“We in Louisiana are well pleased that 
our political leaders have not exploited 
an oppor ‘tunity of publicity in this matter 

although much wave wash is involved. 
News media wal refrained from editorial- 
izing and have not eagerly picked up 
adverse publicity on its wire services 
bearing dateline of the Texas area. Our 
only exposure has been circulation nor- 
mal for Texas newspapers. 

“These statements are exemplified by 
the fact that four weeks after this 
catastrophe, more than 60% of our losses 
have been closed and those remaining 
are serious losses involving total dis- 
appearances and wave wash that are 
time consuming in adjustment.” 

Galveston 

“The adverse publicity directed to- 
ward the insurance industry in the Gal- 
veston «area has affected the adjustment 
of losses involving water ranges In- 
sureds have been influenc ed by this pub- 
licity and some believe that it will en- 
able them to receive settlements on dam- 
age caused by water which has been 
eliminated from their claims. The slow 
down has not been so apparent on 
straight windstorm losses. 

“The Galveston agents have given us 
their full support and cooperation. They 
have been complimentary on the opera- 
tion of the storm office. We have had 
several nice compliments on the manner 
in which adjustments have been handled 
and on conduct of individual adjusters.” 

Houston 

“In the Houston metropolitan areas 
we are not encountering too much dif- 
ficulty with the exception of the high 
water and/or wave wash claims which 
are being handled directly out of the 
metropolitan Houston offices with Hous- 
ton residents on bay front property 
which in some instances is a secondary 
location on the insured’s policy, or in 
some instances, separately insured ‘bay 
front beach homes. 

“In the latter instances many cases 
have come to light whereby the insured 
has commented that they do not care 





to make any disposition at the present 
time due to articles which have ap- 
peared in the newspapers recently. We 
are continuing our operations as we have 
in the past and sincerely trust that with 
the passing of time the insureds will be- 
come convinced that the adjusters are 
making every effort to do what is right.” 

No matter what is being said, the in- 
surance industry is fulfilling its contracts 
and when the job is completed the rec- 
ord will prove it was done well, states 
President Ben M. Butler of the Gen- 
eral Adjustment Bureau. 


N. Y. Public Adjusters 


Form Local Association 
The New York Public Adjusters As- 
sociation has been incorporated. The 
aims of the organization are to “promote 
and continue high ethical standards of 
the public adjusting profession and to 
bring about a better understanding be- 
tween the members of the entire insur- 
ance field.” 
Officers of the 


newly formed organ- 
ization are: 


president, Jerry Marshall; 
vice president, Irving Sapperstein: sec- 
retary, Edwin H. Hochberg; treasurer, 
Jerome Chamlin. 
Directors are: Messrs. Marshall, Sap- 
perstein, Hochberg, Chamlin. and Paul 
Guttman, Joseph Hochbe re Martin 
Dietz, Harry Steckler, Nat Abrams. 
The new organization is som nie 
95% of the practicing public 2 eo 


in the metropolitan area. 


Agent's Advertising 


(Continued on Page 32) 


office every day to talk to ‘walk ins’ and 
that did the trick. 
“All this has led us to believe that 


to get people to buy conventional cover- 
ages at conventional rates, you've ac- 
tually got to sell them! It’s because of 
this that we don’t subscribe to the belief 
that you can judge the effectiveness of 
insurance advertising by sales alone. Too 
many things can enter into and effect the 
number of sales closings which makes 
the evalution of insurance advertising 
difficult, if not utterly impossible, by 
the mere counting of policies written 

“Advertising will not do all of the 
selling. If it did, insurance companies 
woud need only to employ a few geniuses 
to write their advertising copy. To be 
an effective judge of advertising we 
believe that one must base his opinion 
on whether he likes the advertising in 
the light of his own experience. That’s 
why we believe that anything that is as 
subjective as insurance advertising is an 
art!” 


Cobb Predicts 90,000,000 
Auto Owners by 1970 


The nation’s banks, through their serv- 
ices to both the buying public and motor 
car dealers, will contribute much to the 
vast increase in car and truck owner- 
ship which was estimated at reaching 
90,000,000 by 1970 during an address to 
a banking conference at Philadelphia by 
William L. Cobb, Des Moines, Iowa, an 
insurance, banking and financial author- 
ity. 

The conference, sponsored by the 
American Bank Credit Plan was attended 
by bankers from Pennsylvania, Mary- 
land, Delaware and West Virginia. The 
American Bank Credit Plan coordinates 
the retail and wholesale financing of cars 
at the local bank-dealer level 

With the inevitable incre: ase in popu- 
lation and jobs, the 90,000,000 car and 
truck owners in 1970 will mean 1 23,000,000 
owners than at present, Mr. Cobb 
predicted. He is chief executive officer 
of a group of insurance companies and a 
director and vice president of Financial 
General ‘Corporation, parent company of 
a number of banks, insurance companies, 
financial and industrial organizations. 

Mr. Cobb spoke on improving domestic 
conditions, pointing out that “American 
families are now in a good position to 
increase their spending. They have more 
money in the bank than they had a year 


more 


ago. Their debts are down and prices 
for most things have not risen much 
over the past year.” 
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Condon Committee Gets Industry 


Views on Prior Approval of Rates 


Clay Johnson Firm on Its Elimination; Agents, Brokers and 
Mutual Companies Urge Its Continuance; 
NAITI Also Advocates P. A. 


The prior approval vs. no prior ap- 
proval controversy got another airing 
October 24 at the Condon committee’s 
hearing in downtown New York with 
H. Clay Johnson, executive vice presi- 
dent, Royal-Globe Insurance Companies; 
Superintendent of Insurance Thomas 
Thacher, Alfred J. Bohlinger, New York 
attorney, who is a former Superintend- 
ent of Insurance; Michael J. Murphy, 
general manager-secretary, Association 
of New York State Mutual Casualty 
Companies, and C. Joseph Danahy, gen- 
eral counsel, New York State Associa- 
tion of Insurance Agents and general 
counsel, Greater New York Brokers As- 
sociation, as the chief participants for 
the industry. 





Their testimony was heard by mem- 
bers of the Condon committee, official 
name of which is the Joint Legislative 
Committee on Insurance Rates and Reg- 
ulations. Paul Bleakley and Julius S. 
Wikler, both counsels to the Condon 
committee, did most of the questioning 
However, they were both careful not to 
indicate whether they were for or against 
prior approval of rates 


Johnson Spokesman for Three Assns. 


Speaking as chairman of an industry 
joint committee representing the As- 
sociation of Casualty & Surety Com- 
panies, Inland Marine U nderwriters As- 
sociation and National Board of Fire 
Underwriters, Mr. Johnson reiterated the 
origi nal position taken by these groups 
when he emphasized: “One cf the fun- 
damental principles of our bill (sub- 
mitted last February to a committee of 
the NAIC) is the elimination of provi- 
sion for prior approval of rate filings by 
the Insurance Superintendent, but with 
retention of his power of subsequent 
disapproval. Our position on this point 
is not one which has been newly adopted 
but rather it is the same position which 
our three associations took in 1945 when 
the general rate regulatory pattern was 
first being considered following the 
enactment of the McCarran Act.” 

Mr. Johnson also made clear that “our 
position” does not represent a new pat- 
tern of regulation “since there are al- 
ready a number of jurisdictions which 
do not require prior approval of rates 
before they become effective.” He said 
that such 4 -~ case for both fire and 
most casualty lines in California, Dela- 
ware, Maine and Massachusetts, and for 
casualty insurance alone in D. of C,, 
Idaho, Missouri, Ohio and Wyoming. He 
felt that it is also significant that in New 
York where rate regulation existed for 
many years before the advent of the 
McCarran Act, no prior approval was 
formerly required—except for public 
motor vehicle and workmen’s compen- 
sation insurance. 

“Several developments since the Mc- 
Carran Act have contributed to our 
present propos: il to eliminate prior ap- 
proval,” —- Johnson said. Specifically, 
he noted: ‘ The Prudential v. Benja- 
min case (325 U.S. 408), decided in 1946, 
and in the National Casualty and Amer- 
ican Hospital cases (357 U.S. 560) de- 

cided in 1958, the U.S. Supreme Court 
made it abundantly clear that the Mc- 





Carran Act gives the states the widest 
latitude in determining methods of reg- 
ulation. No one would seriously contend 
today that only state-promulgated or 
state-approved rates constitute ‘regula- 
tion’ within the meaning of the Mc- 
Carran Act.” 

Mr. Johnson also mentioned the in- 
troduction by U.S. Senator Kefauver of 
a rate-regulatory bill for the District of 
Columbia which does not require prior 
approval by the Superintendent of In- 
surance but permits filed rates to be used 
immediately. He pointed out: “Signifi- 
cantly, this bill was as originally sponsored 
by Sen. Joseph C. O’Mahoney, one of 
the principal architects of the McCar- 
ran Act.” 


Competitive Market in Major Lines 


Completely apart from the legal aspects 
of prior approval, the speaker said: “It 
must be recognized that today we have 
a competitive market in major lines of 
insurance far beyond the expectations of 
15 years ago and it may be anticipated 
that intense competition will spread into 
other lines. It has been said many times 
that competition is the only true regu- 
lator of rates. If this is so, then we 
should not need today the same degree 
of regulation which may have seemed 
appropriate immediately after the enact- 
ment of the McCarran Act. Indeed, the 
entire concept of regulating price in an 
intensely competitive business may be 
unsound and impractical. 

“The insurance business is no mono- 
poly. Unlike a public utility, it enjoys 
no exclusive franchise nor is it guar- 
anteed a fair return on its invested cap- 
ital. Insurance is a risk-taking business 
not only from the standpoint of the 
coverage provided but also the capital 
invested. 

“While it is true that the courts have 
characterized insurance as a business im- 
pressed with a public interest and have 
for this reason approved state regulation 
of the business, this was more from the 
standpoint of protecting the public 
against financial irresponsibility of in- 
surance companies rather than affording 
protection against abuses flowing from 
the absence of competition. In the case 
of every other industry coming under 
price regulation there is either no com- 
petition in the business or the same price 
is establis} hed for all competitors.” 

It was then brought out that during 
all- sadionate committee deliberations con- 
siderable attention was given to the as- 
sumed desirability of a statutory require- 
ment for adherence by members and 
subscribers to bureau rate filings made 
on their behalf. The pattern of regula- 
tion which emerged contained a specific 
requirement for such adherence. “This 
had a direct bearing upon the prior ap- 
proval question,” Mr. Johnson explained, 
“since in the minds of many it suggested 
the need for prior approval of rates as a 
means of preventing abuses which might 
otherwise flow from enforcement of such 
adherence requirement. 

“Our thinking today is the exact con- 
verse, which is to say that, since we 
now contemplate the total elimination of 
statutory adherence and the elimination 


St Happened Last “Week: 


NBCU Cos. Voluntarily 
Propose to Restrict Auto 


Cancellations in Maryland 
The National Bureau of Casualty Un- 
derwriters announced a proposal under 
which its affiliated companies will volun- 
tarily place restrictions on their right 
to cancel automobile liability policies on 
private passenger cars in Maryland. 

The NBCU said it has filed its proposal 
with the Maryland Insurance Depart- 
ment on behalf of its more than 140 af- 
filiated companies licensed to write auto- 





of rating organization rules of adherence 
(except to the extent voluntarily adopted 
by and conditionally applied to members 
thereof), we see no need for retention 
of the concomitant prior approval provi- 
sion. In other words, to the extent 
prior approval was originally thought to 
be an indispensable corollary to rules of 
adherence, then it should follow that 
abandonment of the latter should permit 
similar abandonment of the former.” 


Many Other Practical Reasons 


Indicating that there are many other 
practical reasons for the course recom- 
mended by the three associations, Mr. 
Johnson said that chief among them is 
the avoidance of delay in giving effect 
to necessary rate changes and the result- 
ing unresponsiv eness of the bureau rates 
to competitive needs of the day. “This 
has been accentuated by the advent of 
multi-peril or package forms of cover- 
age and their separate classification 
for rate-making purposes which have 
stripped rating organizations of large 
areas of control over rates and forms, 
leaving these areas completely subject 
to competitive trends. In these situations 
it is wrong to have companies which 
remain full members and subscribers of 
rating organizations retarded in their 
efforts to compete through the slow 
operation of the prior approval mechan- 
ism. 

“Furthermore, the all-industry pattern 
of rate regulation contemplated a ‘single 
standard’ for rate filings no matter how 
made. That is to say, bureau filings were 
to be treated in exactly the same fashion 
as independent filings. 

“What has actually emerged is a 
‘double standard’ and, as a consequence, 
companies which remain full members 
or subscribers of rating organizations 
now find themselves at a great com- 
petitive disadvantage 

“In dispensing with prior approval 
our bill logically would make rate filings 
immediately effective. In our view this 
will permit speedy promulgation of rates 
and forms in order to meet the needs of 
the insuring public. Our bill, of course, 

(Continued on Page 35) 
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PRITCHARD AND BAIRD 
REINSURANCE 


Consultants and 


Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
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mobile liability insurance in the state. 
The proposal is subject to approval by 

Oe Maryland Insurance Department, the 
NBCU said. It has proposed that the 

new rule become effective on January 1, 


Describes New Rule 


The NBCU described the new rule as 
follows: “Unless the company issues a 
notice of cancellation within 60 days 
after the effective date of policies issued 
to new insureds in that comps any, it may 
cancel only for certain specified reasons. 

“This short initial period is necessary 
to permit a company to investigate ap- 
plicants for insurance and verify their 
applications and to enable agents and 
brokers to afford car owners immediate 
coverage subject to subsequent under- 
writing approval.” 

Under the proposed rule, the specified 
reasons for which a company may cancel 
are: 

1. Non-payment of premium when due. 

2. Fraudulent misrepresentation in ob- 
taining insurance. 

3. Violation of terms or conditions of 
policy. 

4. Failure to comply with law requiring 
perio inspection of motor vehicles. 

5. Committing of acts resulting in sus- 
pension or revocation of driver’s license 
during policy term; or failure to produce 
certificates from two physicians testify- 
ing to unqualified ability to operate a 
motor vehicle if the owner or operator 
is subject to epilepsy or heart attacks. 

6. Conviction of or forfeiture of bail 
for three or more violations committed 
within a period of 18 months, of any 
ordinance or regulation regulating the 
speed of motor vehicles or any provision 
constituted a misdemeanor by the motor 
vehicle laws of any state. 

7. Conviction of or forfeiture of bail, 
during the 36 months immediately pre- 
ceding the effective date of the policy, 
or during the policy term for (a) any 
felony, or (b) homicide or assault aris- 
ing out of the operation of a motor 
vehicle, or criminal negligence in the 
operation of a motor vehicle resulting 
in death, or (c) operating a motor 
vehicle while in an intoxicated condition, 
or while disabled by the use of drugs, or 
(d) leaving the scene of an accident 
without stopping to report, or (e) theft 
of a motor vehicle, or (f) making false 
statements in application for driver’s 
license. 


GEICO TO OPEN S. F. OFFICE 

Government Employees Insurance Co. 
(GEICO), Washington, D. C., has an- 
nounced it will open an office in San 
Francisco November 1. The office, which 
will provide claim service for GEICO 
policyholders in the greater Bay area, 
will also include sales facilities for auto, 
life, health, fire, boatowners and _ per- 


sonal liability insurance. 
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Twaits on NBCU Rating Plan 





‘Should Benefit Insureds and Give 


Companies Increased Maneuverability’ 


Recent changes in rating plan proce- 
dures of National Bureau of ‘Casualty 
Underwriters should benefit insureds and 
give companies “increased maneuver- 
non! within our organization frame- 
work,” Elmer A. Twaits, secretary of the 
rating bureau, stated last week in Chi- 
cago. 

Addressing the annual meeting of the 
National Independent Statistical Service 
on “The National Bureau Today,” Mr. 
Twaits pointed out that the bureau’s 
most widely used rating plans are the 
experience and schedule rating plans. 
These are applicable on an optional basis 
for automobile, general liability, burglary 
and glass insurance in 46 states and 
territories, he said. 

“They combine high credibility with 
low eligibility requirements, ” he stated. 
“For years prior to January, 1961 the 
previous carrying member or subscriber 
was the sole company authorized to 
establish renewal modifications. Now 
any bureau company may develop experi- 
ence and schedule rates for risks that 
are new to bureau members and _ sub- 
scribers or for renewal risks ‘exceeding 
$10,000 in annual premium size. More- 
over, no rating application need be sub- 
mitted to the bureau for review until the 
company has a firm order for the busi- 
ness. 

Discusses Recent Changes 

Mr. Twaits referred to recent discus- 
sion in the trade press and at agents’ 
meetings concerning changes the bureau 
introduced in the eligibility requirements 
of the experience and schedule rating 
plans. “We announced these changes 
effective September 1, in some 31 states 
and territories, and expect more will 
follow, ” he said. 

“The first of these changes permits 
risks to be combined provided that, as 
an alternative to common financial con- 
trol, long term franchise arrangements 
exist subject to appropriate restrictions 
which are spelled out in the rating plan. 
This recognizes that many corporations 
are utilizing long term franchise arrange- 
ments rather than financial ownership in 
the expansion of their business. 

“The second change permits recogni- 
tion in the automobile plan of the in- 
creasing trend of large risks to effect 
financial and maintenance arrangements 
with employes who use their own vehicles 
in the corporation’s behalf. Because of 
a tight money market and for tax rea- 
sons more and more corporations prefer 


to handle necessary private passenger 
and commercial car operational expense 
on a month-to-month basis, through ar- 
rangements with employes, rather than 
to own or lease outright a substantial 
fleet of vehicles. 

“Such rating plan changes, with care- 
fully built in safeguards to prevent 
abuse, recognize the existence of com- 
mon insurable interests. Proper overall 
supervision and control produce the 
cohesion necessary to qualify for com- 
bination rating. By providing such ap- 
propriate alternatives to financial control 
our companies can take a positive stand 
against fictitious groupings where no 
common interest or insurable entity as 
such is present.” 

Individual Risk Rating Plans 

Other well-known rating plans such as 
retrospective rating plan D, the auto- 

matic premium adjustment rating plan 
and the composite and loss rating plan 
are optionally available to insurers, Mr. 
Twaits pointed out. 

In addition, the bureau has developed 
a number of special individual risk rat- 
ing procedures designed to meet the 
individual insured’s needs, whether he is 
large or small, he said. Mr. Twaits com- 
mented briefly on some of these. 

Under the “rule for rating large risks,” 
risks developing more than $100,000 basic 
limits manual premium may be removed 
from normally detailed rating require- 
ments, The “hazards covered-special 
endorsements rule” permits the elimina- 
tion by endorsement for no charge of 
hazards not common to all risks in the 
class. 

The “rates in excess of standard rule” 
is a bureau means of assisting compa- 
nies to comply with the statutory provi- 
sion whereby a rate may be charged 
higher than otherwise applicable upon 
presentation of a letter from the insured 
expressing his agreement thereto. 

Under the “provisions for rating of 
extended coverage,” risks for which 
coverage is to be written which is broader 
than that provided by manual definition 
of coverage may be submitted to the bu- 
reau for the establishment of additional 
rates. 

The “rule for increased limits insur- 
ance” permits ready recognition to be 
given to the differences in the catastro- 
phic potentialities of large risks written 
for high limits. An off-shoot of this rule 
is the “rule for rating single limit cover- 

(Continued on Page 37) 





Bohlinger Advocates NAII Bill 


Testifying on possible revisions in the 
property-casualty rating laws before the 
Condon Committee, former Insurance 
Superintendent Alfred Bohlinger ap- 
peared as representative of the Na- 
tional Association of Independent In- 
surers. He reiterated at the state level 
what the NAITI had proposed, as yet un- 
successfully to the National Association 
of Insurance Commissioners, that rating 
laws be revised to provide for more 
competition and that “prior approval” 
principle be dropped and a “file and 
use” provision for rate changes be 
passed by the New York Legislature. 

Mr. Bohlinger cited the main features 
of the so-called model bill presented to 
the NAIC in 1960, He argued that a “file 
and use” wate law would aid, and not 
harm small companies, nor would it 
bring on rate wars and insolvencies. He 
stated there have been no complaints 
from the public in states now having 
file and use laws. He also feels a revised 
law would help remove threats of Fed- 
eral regulation of insurance; and that 





rates would become more readily re- 
sponsive to changes in loss experience. 


Barry Backs “Prior Approval” 


President John R. Barry of the Cor- 
roon & Reynolds Group stated his sup- 
port for “prior approval” laws. He called 
for uniform statistics and rate bases 
with right of companies to issue par- 
ticipating policies, thus allowing those 
with profitable underwriting experience 
to return some of the premium to the 
public. He is fully against deviations, 
saying no company can tell in advance 
what its underwriting experience will 
be for a coming year. 

Denying that he advocates freezing 
agents’ commissions Mr. Barry declared 
agents should be fairly compensated, 
and companies should have the right to 
pay different rates of commissions to 
producers, depending upon individual 
qualifications of agents. He favors free- 
dom of contract in negotiating with pro- 
ducers individually and opposes across- 
the-board commission revisions. 


Condon Committee Hearing 


(Continued from Page 34) 


retains the ‘subsequent disapproval’ 
power of the Commissioner which we 
believe to be all that is necessary for 
the protection of the public and for com- 
pliance with the McCarran Act. 

Sees No Flash Filings 

“We have heard it said in some quar- 
ters that this ‘immediate use’ provision 
with respect to rates will encourage rate 
wars or other destructive competition 
through the introduction of ‘flash filings.’ 
In refutation we would point out that 
such has not been the case in the many 
states which I have already mentioned 
where immediate use of rate filings is 
now permitted, nor have the laws in 
these states been regarded as injurious 
to the public interest. 

“Some proponents of prior approval 
seem to think that filings with right of 
immediate use strips the Commissioner 
of all regulatory power and leaves the 
public unprotected. This is a complete 
misconception, for, as stated by Senator 
Kefauver, the ‘Commissioner retains com- 
prehensive powers to protect the public 
interest by reviewing filings and dis- 
approving them whenever he finds them 
to be excessive, inadequate, or unfairly 
discriminatory. Under our proposal if 
the Commissioner believes any filing does 
not measure up to the standards, he can, 
and should, order its discontinuance. 
Let us also keep in mind that he has 
very broad supervisory and _ licensing 
authority over rating organizations, as 
well as over insurers.” 

A Departure from Dual Treatment 

Finally, Mr. Johnson gave brief com- 
ments . other aspects of the proposed 
bill of. the three associations he repre- 
sented: (1) It is a combined casualty 
and fire rating law which means “that 
we have departed from the dual treat- 
ment of the all-industry bills. Incident- 
tally, New York also adopted the dual 
treatment approach in many respects. 
The advent of multiple peril policies has 
rendered the dual approach obsolete. 
Our combined bill has one deviation sec- 
tion and one subscribership section ap- 
plicable across the board. Both of these 
provisions follow the more liberal fire 
versions of the all-industry bill. 

(2) “Our bill releases subscribers from 
any obligation to adhere to bureau fil- 
ings. Thus, subscribers can select what- 
ever bureau services they desire and 
additionally make independent filings if 
they choose. Since subscribers have 
complete freedom, it can be argued that 
a deviation section is superfluous and 
unnecessary. However, many companies 
have traditionally relied on rating bu- 
reaus to make and file rates on their 
behalf, using the deviation method as an 
avenue of departure from such rates. 
Accordingly, the deviation section has 
been retained in our bill in order that 
such companies can continue to use the 
deviation method as a means of depart- 
ing from bureau rates. 

(3) “We have dropped the requirement 
that each deviation must be renewed 
every year. Under our bill deviations 
will remain in effect until terminated 
by the filer or disapproved by the Com- 
missioner. A deviation must be filed with 
the Commissioner, but, in line with our 
philosophy, there is no requirement that 
he approve the deviation filing before 
it is used. Such deviations, however, 
will be subject to disapproval by the 
Commissioner should he find that they 
do not meet the requirements of the law. 

Aggrieved Parties 

“Much has been spoken and written 
about ‘aggrieved parties. Independent 
companies, generally speaking, strongly 
opposed having a rating bureau parti- 
cipate as an aggrieved party in hearings 
on independent filings. There are effec- 
tive arguments on both sides of this 
issue. Our associations have mixed feel- 
ings about it. While we are not press- 
ing for the right of a rating organiza- 
tion to appear as an aggrieved party, 
we would like to point out that under 
certain circumstances the public interest 
is well served by the rating organization 





appearing formally at a hearing on a 
particular rate filing.” 

In conclusion, Mr. Johnson said that 
the membership of the three associations 
for which he spoke is composed of stock 
companies whose business is conducted 
through the American Agency System 


“The bill we are now proposing is a 
sincere attempt on our part to preserve 
this system and to keep it workable 
under present-day competitive condi- 
tions.’ 


Quizzed by Wikler, 
Johnson Answers Quickly 


H. Clay Johnson, executive vice pres- 
ident, Royal-Globe Insurance Cos., dem- 
onstrated ability to think quickly and 
respond understandingly when quizzed 
at the Condon Committee hearing on 
some aspects of the proposed “elimina- 
tion of prior approval” bill he advocated. 

For one thing, Mr. Johnson explained 
the difference between rates set by the 
government for public utilities and rates 
approved by Insurance Departments for 





Thacher’s Testimony 

New York Superintendent of Insur- 
ance Thomas Thacher, who testified be- 
fore the Condon Committee October 24, 
said he wanted it to be crystal clear 
that he fully supported the position on 
prior approval expressed in the Gerber 
committee’s report to NAIC last June. 
He read from this report and from the 
letter of Pennsylvania Commissioner 
Francis Smith on the City of Philadel- 
phia case in the Appellate Court with 
respect to the “burden of proof” aspect. 

As to the statements by Clay John- 
son and Alfred Bohlinger, both for 
elimination of prior approval of rates, 
Mr. Thacher said that after quick read- 
ing of them, he did not feel they had 
met the burden which, in the judgment 
of the Gerber committee and in his 
judgment, should ‘be demonstrated, that 
change is acoaad in order to serve the 
public interest better than ‘existing prior 
approval procedures. 








insurance companies. The government 
guarantees customers to utilities and 
reserves right to fix rates, he said. But 
insurance companies are not monopolies 
like the utilities and have no guarantee 
of customers. 

Mr. Johnson then quoted from the de- 
cision of the Pennsylvania Appellate 
Court in the decision of that state’s 
Insurance Department vs. City of Phil- 
adelphia, emphasizing (from the de- 
cision) that * rate making is not an exact 
science” and that even if rates are 
shown to be inadequate and higher 
rates are approved, the companies are 
not permitted to make up for a previous 
rate deficiency. 

He said “no” to Mr. Wikler’s ques- 
tion as to whether something should be 
done to provide for repayment to the 
public when an excessive rate has been 
charged. “We gave a lot of thought to 
this and decided that it would be en- 
tirely against current rating practices.’ 

As to “burden of proof” Mr. Johnson 
insisted that in the proposed bill it is 
not on the Superintendent of Insurance 
but on the rate filer. However, he ad- 
mitted that this is implied rather than 
spelled out in the bill. Mr. Wikler then 
asked why there is nothing in the bill 
which requires supporting data from the 
rate filer. The reason, Mr. Johnson ‘said, 
is that it would be very difficult for 
companies to supply supporting data for 
rates on many lines of insurance. 


As to impoundment of funds, Mr. 
Johnson said: “Any provision for im- 
pounding would be completely unac- 


ceptable to us. It should not be re- 
quired in any type of rate regulatory 
law because of many factors. We are 
fundamentally opposed to impounding 
because it would create an intolerable 
situation.” 

When asked whether his principals 
planned to introduce their bill in tiie 
1962 New York legislature Mr. Johnson 
said: “this is undecided at this time.” 
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Joint Casualty-Surety Meeting 





Background on the New Presidents 


As reported in The Eastern Underwriter, October 16 issue, Guy E. Mann was 


elected president of National 
Travis D. 
Agents. 





GUY E. MANN 


A director of Aetna Life 
Companies, Mr. Mann is 

president of Aetna Casualty 
and Standard Fire, and is in charge of 
the companies’ casualty, bond, fire and 
marine insurance operations. A Universi- 
ty of Pennsylvania graduate, he joined 
Aetna in 1926, and after being manager 
of Washington and Boston field offices 
he went to home office as assistant vice 
president, being named senior vice pres- 
ident in 1959. He was the ‘first chairman 
of the Insurance Institute for Highway 
“oe idl is on advisory board of H:z irtford 
College of Insurance and was a director 
of Greater Hartford Chamber of Com- 
merce. He is on executive committee 
of Association of Casualty and Surety 
Companies and the National Board of 
Fire Underwriters, a governor of the 
Insurance Institute of America and 
American Insurance Association, and a 
trustee of American Institute for Prop- 
erty and Liability Underwriters. 


Affiliated 
senior vice 
& Surety 


Association of 
3ailey was elected president of National Association of Casualty & Surety 


Casualty & Surety ‘Executives and 





TRAVIS D. BAILEY 


Travis Bailey, general agent of 
Lytle W. Gosling Co. San Antonio 
who will be 58 November 14, represents 
Aetna Casualty & Surety along with his 
partner Charles W. Schneider. Since the 
death of Mr. Gosling in 1948, Messrs. 
Bailey and Schneider have been owners 
agency. Mr. Bailey graduated 
from University of Texas in 1928. He 
then attended the San Antonio School 
of Law and was admitted to the Texas 
Bar in 1931. He first became 
with Lytle W 
made a partner with (Messrs. Gosling 
and Schneider in 1944. Mr. Bailey has 
been president of several organizations 
including the Texas Association of In- 
surance Agents, San Antonio Insurance 
Exchange and the San Antonio Country 
Club. He is now serving or in the past 
has served as a director of National As- 
sociation of Casualty & Surety Agents 
(vice president); National Association 
of Surety Bond Producers; fidelity and 
surety committee chairman of the Na- 
tional Association of Insurance, plus a 
number of civic organizations in and 
around San Antonio. 


of the 


associated 
’. Gosling in 1928 and was 


Earls Low Gross Man in Golf; Other Winners 


J. Dewey Dorsett, secretary-treasurer 
of NACSE, had the honor at the final 
White Sulphur joint convention session 
to present Robert N. Bowen, Jr. 
of Indianapolis as the winner of the 
Earls trophy for the best low net score 
in the convention golf tournament. This is 
the second consecutive year that Mr. 
Bowen has won the trophy and he was 
the recipient of many congratulations. 

Mr. Dorsett then announced that 
“Bob” Bowen’s father, whose golfing 
prowess is well known, had made the 
second best low gross score in the 
tournament. 

The best low gross score was turned 
in by Thomas W. Earls, partner in the 
Cincinnati agency of Earls-Blain Co., 
and both Robert Bowen, Sr. and “Tom” 
Earls were also the recipients of con- 
gratulations. 

Mr. Earls spent two weeks in Scotland 
and Ireland early in August and played 
golf on nine courses. The courses in- 
cluded St. Andrews, Prestwick, Muir- 
field, Troon, Turnberry, Gleneagles, 
Portmarnock and Killarney, Ireland. He 
played 36 holes a day for ten days and 
his average gross score was 75! 


Second and third low net winners were 
Collier Cobb IIT, who heads his own 
agency in Chapel Hill, N. 'C., and W. W. 
Cochran, president of Reinsurance Corp. 
of New York. 

Low gross winner among the ladies 
was Mrs. Morris Moughon whose hus- 
band is an officer of Martin A. Hayes & 
Co., Inc., Nashville, Tenn. Low net win- 
ners were Mrs. Edward G. Trimble 
whose husband is Employers Reinsurance 
vice president in New York; Mrs. Robe rt 
J. Vanderbeck whose husband is vice 
president of Recording & Statistical 
Corp., New York, and Mrs. Robert L. 
3raddock, wife of the president of Gen- 
eral Reinsurance Corp. 

In the men’s putting event V. D. 
Blakely of C. G. Blakely & Co, Topeka, 
Kans. took top honors followed by J. C. 
Hennessy, vice president in the Louis- 
ville agency of John M. Hennessy & 
Son, Inc.; James M. Crawford, INA 
vice president; E. B. Gill, Glens Falls 
vice president. Putting winners among 
the ladies were Mrs. E. W. Sunder, Jr., 
wife of a leading St. Louis agent, and 
Mrs. Bromley DeMerritt, runner-up, 


whose husband is vice president of Hart- 
ford Steam Boiler. 
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M. W. deVESTY PROMOTED 





Named Casualty Manager in H. O. of 
General Fire And Casualty, N. Y.; 
Has 30-Year Background 
Promotion of Malcolm W. deVesty 
from manager of the Newark, N. J. of- 
all phases of fidelity and surety bonding. 
manager of the company’s casualty de- 





deVESTY 


MALCOLM W. 


partment in the New York home office, 
is announced by E. C. Lechner, presi- 
dent. ; 

Mr. deVesty, a veteran of more than 
30 years in the insurance field, has been 
with General Fire And Casu:z alty since 
1958. 


E. A. Twaits Talk 


(Continued from Page 35) 


age” which provides an actuarial formula 
for Prarie factors for a single limit 
per accident for automobile and for 
general liability. - 

The “unique and unusual conditions 
rules” permit spe cial rate treatment if a 
risk presents unique or unusual condi- 
tions of exposure, hazard or inspection 
and loss prevention service such that the 
application of the normal rating proce- 
dure does not produce a reasonable and 
equitable rate for the risk. 


Manual Purchaser Program 


Mr. Twaits commented on the revised 
manual purchaser program which the 
bureau instituted January 1, 1961. “Prior 
to that date National Bureau members 
and subscribers bore all costs of manual 
production although anyone could pur- 
chase our manuals at little more than 
printing cost,” he explained. “Our new 
procedure spreads the expense of man- 
ual preparation equally among all com- 
panies which use them, whether mem- 
bers, subscribers or manual purchasers. 

“Assessments are based on premium 
volume. Thus a National Bureau mem- 
ber and independent company of the 
same size will pay in effect the same 
amount for National Bureau manuals— 
recognizing that the independent com- 
pany may then amend them, reproduce 
them for filing and use them for any 
other purpose it wishes. 

“The member company would, of 
course, pay additional amounts for other 
National Bureau services, such as in- 
dividual risk ratings and statistical re- 
porting. 

“The bureau’s principal reason for 
copyrighting the manuals is to make cer- 
tain that companies do not use the 
manuals without contributing appro- 
priately for their development. 

“We are gratified with expressions 
received from many independent com- 
panies of satisfaction in being able to 
contribute their fair share to develop- 
ment of the manuals they use.” 


Md. Casualty Names Morgan 

Harry N. Morgan has been named 
manager of the home office bonding di- 
vision of Maryland Casualty it was an- 
nounced by H. Ellsworth /Miller, com- 
pany president. Mr. Morgan, a native of 
St. Louis, has had wide experience in 
all phases of fidelity and surety bonding. 


N. Y. Ad Firm Now Abrams, 
Clement & Bogue, Inc. 


Abrams & Bogue, New York advertis- 
ing and public relations agency at 116 
John Street, New York, incorporated 
on October 1 and the new firm name 
is Abrams, Clement & Bogue, Inc. This 
change results from the recent connec- 
tion of Winthrop Clement with the 
agency. He had formerly been the pub- 
lic relations manager of American In- 
ternational Underwriters Corp. and has 
a diversified background of insurance 


experience both in the company and 
producer fields. 
At the same time American Interna- 


tional Underwriters announced on Oc- 
tober 11, that Abrams, Clement & Bogue, 
Inc. has been appointed to represent the 


AIU in advertising matters. 

This well known advertising agency 
will continue under its new name _ to 
provide counsel in advertising, public 


relations and marketing for insurance 
and other financial clients as well as in- 
dustrial concerns. Its president is Bruce 
Abrams with Robert Bogue as vice pres- 
ident and Mr. Clement as vice president 
and secretary. 
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Freedom of Contract Law 


(Continued from Page 31) 


mation bearing upon expenses incurred 
or to be incurred in writing of the cover- 
a 

“We have recently had an opportunity 
to examine a number of filings which 
have been approved in connection with 
new package policies. We are not pre- 
pared to say, at the present time, 
whether we feel these filings and their 
subsequent approval violates the spirit 
. the letter of the Freedom of Contract 
law but we would merely point out that 
the manner in which these filings were 
approved certainly takes away any argu- 
ment that the Freedom of Contract law 
has placed the companies in a straight 
jacket as respects newly invented types 
ot coverages. 

Alford of New York Dept. 

Deputy Superintendent Newell G. Al- 
ford of the New York Insurance Depart- 
ment told the Condon Committee the 
3arrett-Russo law has played an “ap- 
preciable role” in several rate filings. 
However, it h: iS not yet been an element 
in litigation as “no hearing has been re- 
quested” by a rate filer nor any inter- 
peration asked to date. 

Mr. Alford said the Department dis- 


For the second year in succession Prudential’s much acclaimed TV 


series, 


“THE TWENTIETH CENTURY,” 


has won the coveted 


Emmy Award. Also, a special U.S. Department of Defense Certifi- 


cate of Commendation for outstanding service in presenting Armed 


Forces activities has been added to the program's many achieve- 


ments, awards and prizes. Week after week the program brings 


millions of people the exciting events, problems and personalities 
of our time. “THE TWENTIETH CENTURY” is one of the ways 


we build public acceptance for our products and for the services 


of Prudential representatives. 


Gov. Orders Study of N. Y. 
Workmen’s Comp. Law 


“A complete re-evalution” of New York 
State’s workmen’s compensation law and 
its administration has been ordered by 
Governor Rockefeller. The Governor at 
the fourth annual convention of the New 
York State AFL-CIO in Buffalo, said: 

“I'd like to put an end to this contro- 
versy and I feel that it can be done.” The 
“controversy” he was referring to is be- 
tween union officials and Col. S. E. Senior, 
head of the New York Workmen’s Com- 
pensation Board. Col. Senior is a Rocke- 
feller appointee. 

The Governor has appointed a ten- 
member “good will” committee of Gov- 
ernment, business and labor leaders to 
study the controversial law and recom- 
mend whatever action they deem neces- 
sary. 





approved filing of the public and insti- 
tutional property program as there was 
no breakdown in the desired 31.5% ex- 
pense ratio. The expenses, he said, 
would obviously be less than the aver- 
age for such business heretofore. He 


finds it hard to see how the acquisition 
cost factor could have been justified. 
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CONTACT 


Institute of 


AN EDUCATIONAL 
The Chartered Insurance 


Great Britain, principal insurance educa- 


tional body of Great Britain, had its 
most recent annual conference in Aber- 
deen, Scotland. Its policy is to rotate 


among the prinicpal 
, Scotland and Wales. 
The Institute has its own building, a very 
London 


annual meetings 


cities of England 
large one and located in 
“The City” 


companies 


near 
where most of the insurance 


their offices. Its 


have home 


large number of lecturers cover a wide 


range of topics. At the last conference 
there were delegates from as far distant 
as Australia, South 
from the United States 


An interesting comparison in reference 


India, Africa and 


even 


to attendance at annual conference of 


schools and colleges devoted entirely to 


insurance is that at the Chartered Insur- 


ance Institute’s annual conferences al- 
most a dozen world managers of insur 
ance companies attend, sometimes mak- 


United States it 


chairmen or 


ing addresses. In the 


is only rarely that presi- 


dents of fire or casualty insurance com- 


' 
I 
panies appear before students. Further- 


more, these top ranking executives are 


hardly ever interviewed for publication 


in daily papers. And almost always they 
avoid 
subjects in any papers 


public discussion of controversial 


There has been some mystery about 


this reluctance to give publicity to their 


views but general opinion in the in- 


dustry is that there may be trouble ahead 


when insurance executives sound- 
ing off individually. They feel that pub- 
lic talks are not a chief 


responsibility. Most of the 


Start 


executive's 
interviews 
given by the principal executives relate 
to the 
of their own companies. 


and 
However, the 
situation with vice presidents and other 
executives differ as 
to join insurance society 


financial condition progress 


hundreds of them 


consent facul- 
ties or other educational institutions or 
appear as guest 


audience. As 


lecturers or in the 


a result, the courses are 


of great and authoritative value. But 
they all dodge talks in the political 
arena. 

Incidentally, a New Zealand insurance 


man now on a visit here tells of a meet- 
ing in his country of an insurance educa- 


tional institution where the principal 
guest was the Prime Minister of New 
Zealand. 


John A. Hilgendorf has been appointed 
legal manager of the Employers Mu- 
tuals of Wausau branch in Detroit, it 
was announced by J. E. Linster, vice 
president—claims. Mr. Hilgendorf, a 
compensation hearing attorney, joined 
Employers in 1953 as a claim adjuster 
after two years of military service. He 
became a claim examiner in 1959 and a 
compensation hearing attorney a year 
later. 

* ” * 


John Shiffler is now assistant chief o of 


automobile underwriting for Hawkeye 
Security and United Security. The com- 
panies are members of the insurance 


group of Financial General Corporation. 
Mr. Shiffler was formerly assistant 
manager of the automobile underwriting 
department of Employers Mutual Casu- 
alty, where he also served successively as 
automobile underwriter, production field 
supervisor, and senior automobile under- 


writer. Mr. Shiffler was president of the 
lowa Property and Casualty Under- 
writers Associ ation. | 


C. Nelson Kimber, methods review de- 
partment manager for Occidental Life 
of California in its Los Angeles home 
a has been appointed chairman of 
the western planning committee of Life 


Office Management Association. Mr. 
Kimber joined Occidental in 1948 fol- 
lowing a 12-year association with Metro- 


politan Life in New York. 
oe eS 


Frank X. Winterer is now special 
agent from the East Orange, N. J., re- 
gional office of the Boston Insur- 
ance Group. He will be in charge of the 
Collingswood office under the direction 
of Carl F. Fry, resident secretary of the 
East Orange office. Prior to joining the 
Boston Insurance Group, Mr. Winterer 
had several years of insurance experi- 
ence. He is a graduate of Saint Joseph’s 
College in Philadelphia. 

* a * 


William E. Tarrants, instructor and re- 
search associate at the Center for Safety 
Education, New York University, has 
been named first place winner in the 
third annual technical paper award com- 
petition co-sponsored by the American 
Society of Safety Engineers and the 
Veterans of Safety. He was presented 
with a $100 honorarium and a plaque at 
the recent annual awards luncheon of 
American Society of Safety Engineers 
in Chicago. Mr. Tarrants’ paper was 
titled “Engineering as a Foundation for 
Optimum Safety Success.” Second place 
honor, a $50 honorarium and a certificate, 
went to Dr. Thomas H. Rockwell, pro- 
fessor of industrial engineering at Ohio 
State University, whose paper was titled 

“A Systems Approach to Maximum 
Safety Effectiveness.” Two honorable 
mentions went to Robert G. Gidel, assist- 
ant safety director, Bureau of Labor 
Standards, U. S. Labor Department, and 
to John R. Stone, safety director, Olds- 
mobile division of General Motors Corp. 





Dr. Robert D. Dugan, director of 
agency research for State Farm Insur- 
ance Companies, has taken a position as 
research consultant with the Peace 
Corps. On leave of absence from State 
Farm for a period of several months, 
Mr. Dugan’s headquarters are in Wash- 
ington, D. C. A graduate of University 
of Kentucky, he received his doctorate 
in psychology from Ohio State Univer- 
sity. 

* * 7 


Alice Goodrich Butler of West Hart- 
ford, Conn., daughter of Mr. and Mrs. 
James G. Butler (assistant treasurer, 
Actna Life) was married recently to 
Seth Freeman Mandell of Winter Park, 
Fla. and Rochester, Mass. Following a 
reception at the home of the. bride’s 
aunt, Mrs. Morgan B. Brainard (widow 
of Morgan B. Brainard, former president 
of Aetna Life Affiliated Cos.) the — 
left for a wedding trip to Florida. They 
will make their home in Fort Sill, One 

x * 


J. Roy Thompson is now supervisor, 
internal audit department of the Aetna 
Insurance Co. Mr. Thompson was born 
in Newcastle-on-Tyne, England. His 
family moved to ‘Hartford when he was 
five and ‘returned to England in 1935. 
There he attended a commercial college 
and from 1946 to 1948 was an inspector 
of taxes. During World War II he 
served with the British Royal Engineers 
and saw action at Dunkirk and in North 
Africa. Mr. Thompson returned to Hart- 
ford in 1948, in which year he began his 
association with the Aetna in the agency 
accounts department. He was _trans- 
ferred to the internal audit department 
in January, 1959. 

*. w 


Neil L. Rattray, director of training 
for Lincoln National Life, Fort Wayne, 
was recently elected president of the 
Midwest Training Directors Association. 
The Association, made up of representa- 


tives from life insurance companies in 
Indiana, Ohio, Illinois, Kentucky, Mi- 
chigan, and Wisconsin, is affiliated with 


the Life Insurance Agency Manage- 
ment Association. The Training Direc- 
tors Association provides a basic work- 
shop for associated training and manage- 
ment development programs. 


* * * 


William F. Brunner, associate man- 
ager of Standard Accident’s fidelity and 
public official bond departments, recent- 
ly received the Silver Beaver Award 
from the Detroit Area Boy Scouts of 
America. The award was presented in 
recognition of Mr. Brunner’s contribu- 
tions and services over and above his 
normal scouting responsibilities. It is 
the highest award given to a scouter on 
the council level. Mr. Brunner presently 
serves the Boy Scouts of America as a 
community commissioner for the eastern 
section of the Detroit Area Council. 

ee ee og 


L. Douglas Meredith, executive vice 
president and finance committee chair- 
man, National Life of Vermont, was 
main speaker at the conferment dinner 
of the St. Louis chapter, American So- 
ciety of Chartered Life Underwriters Oc- 
tober 10. 

He told the recipients of the degree 
and some 70 other members of the St. 
Louis chapter and their guests that in 
“Our Rapidly Changing, Wonderful 
World” it is imperative for every man 
to concern himself with training for 
progress. He cited CLU training as one 
way of attaining excellence in one field 
and named the possession of the title as 
a mark of achievement in the insurance 
profession, B was introduced by Alois 
J. Lorenz, National Life’s St. Louis gen- 
eral agent. 





HESS ‘T 


SEARS 


Hess T. Sears, CLU, administrative 
vice president of Equitable Life of Iowa, 
has been named chairman of the United 
Fund Advisory Council of the United 
Community Funds and Councils of 
America, Inc. Long active in community 
affairs, Mr. Sears is a past president 
of the board of directors of United Com- 
munity Services of Greater Des Moines, 
and a member of the board of governors 
and president of the United Fund of 
lowa. He was chairman of the success- 
ful 1953 United Campaign in Des Moines. 
He was awarded the Des Moines Trib- 
une’s Community Service Award in 1959, 
Recently he was named first vice pres- 
ident of the Life Office Management As- 
sociation of America. 


* * * 


Howard C. Petersen has been elected 
to the board of directors, Insurance 
Company of North America and Life 
Insurance Company of North America. 
Presently a director and president of 
the Fidelity-Philadelphia Trust Co., Mr. 
Petersen joined that company in 1947 
as executive vice president and director, 
becoming president in 1950. Previously 
Mr. Petersen served as Assistant Secre- 
tary of War, 1945 to 1947, and prior to 
that was Special Assistant to Secretary 

{ War, Assistant and E rE Assist- 
ont to Under Secretary of War. Born 
in Indiana in 1910, Mr. "Riseradh ee 
graduate of DePauw University, A.B. 
1930 and the University of Michigan Law 
School, J. D., 1933. He also holds an 
honorary LL.D. DePauw University, 
1953. From 1933 until 1941, he was an 
associate with the New York law firm 
of Cravath DeGersdorff, Swaine and 
Wood. 


: + -« 


Robert J. Brauns has become manager 
of the claims department of the Stuyve- 
sant Insurance Co. A native of Indiana, 
Mr. Brauns was previously associated 
with American States Insurance Co., 
Indianapolis, where he had served as re- 
gional supervisor of bodily claims and 
assistant general counsel. Prior to that 
he was superintendent of the casualty 
division of American Automobile, St. 
Louis, He joins Stuyvesant with 25 years 
of experience in insurance. Mr, Brauns 
attended Purdue University and received 
his Bachelor of Laws degree from the 
Indiana University School of Law. A 
member of the Indiana and Federal 


bars, he received his CPCU designation 
in 1952 and has taught insurance law 
at Washington University, St. Louis, and 
Indiana 
apolis. 


University Extension, Indian- 
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An advertisement of the life companies 
of the American General Group, 
presented regularly in this space for the inspiration 
and enlightenment of life underwriters everywhere. 





F . . ..AND SPEND THE DIFFERENCE 


OW AND THEN I like to lean back in my chair and remind need for a steadily growing financial reserve against the day of his 
myself that the ownership of life insurance does not compete own obsolescence. 
with a man’s standard of living, but enhances it instead. * . . 


Let us examine this proposition by considering the situation of 


a typical husband and father. We shall call him George Spelvin, OW, TO MEET THESE THREE NEEDS, how much must George 


which is newspaper shop talk for an average reader and which might eo 

justify us in calling our George an average American. The answer is—all that he CAN save, and indeed MORE than he 
George is in his middle thirties, has a wife and two small ne 

children, and brings home a pay check of $100 a week. We assume Suppose he saves half of his $5,200 income for the next ten 

this to be the net-after-tax remainder from gross earnings of perhaps years: Will it be enough? In ten years he will have saved $26,000, 

$115 or $120 a week. plus some interest, and he might just barely have accumulated an 


estate sufficient to give his wife and children a fair shake, in event 
of his death at that moment. 





Of George's $5,200 yearly net, a considerable portion obviously 
must be used to meet the needs for today’s living. And, of course, 


the more of his income which he can spend on the needs of the Manifestly, the task is all-but-hopeless. If he saves only a third 
present, the more George likes it. Indeed, nothing would please him of his income, and even this is virtually impossible, he still will not 
more than to be able to spend all his income for current necessities, accumulate enough unless a generous fate allows him a considerable 
re current comforts, and current luxuries. number of years to do the job. And he can never be certain he will 
, 9, .. / 
4 But he is not free to do so. Some portion of George’s income have time enough! 
d must be set aside for future needs—and George knows it. However The rub is that if he does live, he will have sacrificed too greatly, 
if reluctant he may be to oy Saye iy — is “~ — _ it. and in a sense he will have saved too much! 

: However reluctant he may to face this fact, he knows deep in ; ; ; , ; 
4 his consciousness that he must accumulate dollars for future needs ‘ie ee ee ee goose ~~ a ee he 
iP - .. and that already the time is short. is to build an adequate retirement income with the same security 
s, So true is this—so deeply implanted in every human breast is offered by absolute guarantees and riskless investments. 

'S the consciousness of the need for future dollars—that even if George lf G : ire 30 h $3.000 

of is the most extravagant of men, even if he saves not a dime and he will Pe ye oinag ogg one wich wae ie oth . +i 
3 tries to tell himself that he has no concern for the future, he finds C ee ee ceeeh ee Geer 5 WHEE: COMES 
4 le ienmemeidiniay aataiines ak: aaaeiinie. safety. To accumulate such a sum with certainty, he must save more 

Pp 8g & 

é than $1,500 a year—and even at the conservative rates which this 
9 implies, he will need more than a little luck if he is to succeed. 
5 . " If he saves $1,530 a year—$127 a month—for every one of the 
5- next 30 years, if he never misses a month, if he never loses a dollar 


inci ; SH 3 , 
O, DESPITE THE COMPETITION of today’s needs, George must set of principal, if be earns 3% NET AFTER TAXES year after _— and 
aside some portion of his income for future needs . . . and he “= png A _ a day of time in reinvesting, he will have $75,000 
d knows it. He knows he must save money for tomorrow because he er a 
faces three prospective needs for future dollars, at least one of which . . . 
will CERTAINLY mature. 


a First, he may need money in the future because he may someday eas agen cont Se Sea — eodes o- ss 
yf come face to face with emergency or opportunity. For this reason 4 eet ” ie. id ee y a Sid halo by vg ee “4 e 
2 alone, George should put aside a few pennies out of each dollar of a pe mate “yeaa ageing int iie aaa ~ aon difficalt ome 
17 income. Yet this is the least pressing of his needs for future dollars. J iS °5 y 


of life, as a man with a toothache postpones a trip to the dentist 
Second, George may need money at some unknown and unpre- as long as he can. 


peg peng May Ee a ee And small wonder that he will greet us so cordially when once 


0 he understands that we have come to show him how he can live on 
y He intends to provide for those children until they are grown, 88% or 90% or 92% of his income, instead of 50% or 66% or 75%. 
2 to give them an education and a fair chance in life. He intends to 


. . ° : . For we are able to say to him, “George, if you are like the rest 
n provide for his wife as long as she lives . .°. as long as she lives, y B y 


of us, you would like to be able to use all your income for present 


a not merely as long as he lives. needs. But of course you can’t. This is not because I say so—this ts 

3, And he can and will provide for his dependents—out of his simply because it is a fact of life that inevitably there will come a 

W earnings—as long as he lives. But he may not live long enough! If day, to your family or yourself, when there must be money and when 

n ‘ he does not, there must be money. So George must save money. He there is no earned income. 

yy must save a great deal, for the time may be short. He is thus, whether “y h f we Rill ‘ 

n he likes it or not, engaged in a desperate race with time and uncertainty. ee on oe on oe ee ee 

" : a) ordinary ways . . . or by the use of life insurance. If you use the 

d Ironically, this need which is so enormously urgent may never ordinary methods, you must live on one-half or two-thirds or three- 
materialize. And therein is the basis of George's difficulty: He must quarters of your income. If you do the job the easy way through life 
Save a rg — portion > his income against pated gocete Pag if insurance, you can have 90% of your income for day-to-day needs. 
the need materializes, he will, even so, not have saved enough; an a , “ , . <a 

a if it does not, he will have saved too much. He will have saved “too And, in addition, we'll throw in a good night's sleep every 


night—because you will always know that you are saving every penn 


“ much” in the sense that he will have deprived his family and himself yon weed to save, and net one penny move. 


‘ of some of the luxuries and some of the comforts and possibly even 
d some of the necessities which could have been theirs. .. “George, why not use the plan that lets you live on 90% of 
your income instead of 66% or 75%? Buy life insurance, George— 


sy The third need is an alternative of the second. If George lives, aad shend: the -didevence!” 


fe so that the second need never materializes, then the third certainly 


d will—for the third need is for dollars in the later afternoon of Best wishes, 
ut George's life, when he stops working, whether voluntarily or involun- 
y tarily, and when earned income stops but the cost of living continues. 


George is no accountant, and he may scarcely know the meaning 
of the phrase “sinking fund,’ yet he is acutely aware of his dire 


Houston, Texas 


American General Life Insurance Co Knights Life Insurance Company / Home State Life Insurance Company Hawaiian Life Insurance Company, Ltd. 
Honolulu, Hawaii 


Pittsburgh, Pa Houston, Texas / Oklahoma City, Oklahoma 








Insurance in Force October 1, 1961... . $1,906,000,000 
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Equitable tells the nation about 
its new Planned Security Policy! 


175,856,000 advertising impressions tell how this great new 
policy gives a young father the 3 kinds of insurance he wants 
most of all, in one new policy. An Equitable exclusive, Planned 
Security is another reason why America depends on The Man 
from Equitable and Living Insurance. 














